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AREA DEVELOPMENT: A potent producer of new business (See page 33) 


This Month: 


MEASURING BRANCH PROFITS by Arthur J. Linn 


PRACTICAL PROJECTS FOR COUNTRY BANKS by John L. Stauber 


A “SECURED DISTRIBUTION” WAREHOUSING PLAN by Louis A. Benoist 



































Want direct clearance 





by air mail? 











To speed your clearances, 
The Pennsylvania Company’s 
trucks hurry to Philadelphia’s 
busy airport. They are the 
on-the-ground link in our bank’s 
system of clearances, 

delivering your items without 
delay to outgoing planes. 

Our clearances go by air mail— 
direct to our own correspondents. 
No clearances go faster. 


This speed and efficiency represent 
but one advantage Pennsylvania 
Company correspondents enjoy. 
We’d like to tell you all the other 
good reasons for joining our 
correspondent family. Pay us a 
visit, or drop a note of inquiry 

to us at 15th and Chestnut Streets, 
Philadelphia 1, Pennsylvania. 
You’ll get a prompt reply. 


The Pennsylvania Company 


FOR BANKING AND TRUSTS 
Founded 1812 


24 OFFICES, PHILADELPHIA AND SUBURBS 


SERVING MORE PEOPLE MORE WAYS 
THAN ANY OTHER PHILADELPHIA BANK 





Member Federal Reserve System + Federal Deposit insurance Corporation 
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Window on Fifth Avenue 
Sirs: We thought you might be inter- 

ested in our new booklet “A Window on 

Fifth Avenue.” It is a portrait of the 








Fifth Avenue Bank office, New York City 


The story of a bank 


Fifth Avenue Bank office of The Bank 
of New York. 

Fifth Avenue Bank has looked out 
from the corner of Forty-fourth Street 
onto Fifth Avenue for the better part of 
a century and the booklet tells the story 
of what the bank could have seen of the 
life of the Avenue. “It was the Avenue 
of Society during the days of Ward 
McAllister’s ‘400.’ Then it became the 
Avenue of the Great Merchants, perhaps 
the best known shopping street in the 
world. And now it is becoming the home 
of the national corporations whose names 
are a legend to every American.” 

The booklet was written as the old 
bank—the last of the Fifth Avenue 
brownstones—is being torn down to make 





way for new quarters that will be as 
much in keeping with the times as were 
the old offices of Fifth Avenue Bank 
when they were opened in 1890. 
DONALD W. KRAUSE, Public Relations, 
The Bank of New York, 
New York 15, New York 


. + 4 


Management Succession 


Sirs: Congratulations on the excellent 
article “Developing Bank Executives,” 
by Harry V. Odle, in your March issue. 
It was purposeful and it made good 
reading. 

Besides, the article covers a subject, 
management succession, that deserves 
a lot of respectful thought. 

DR. ROLAND I. ROBINSON, 

Professor of Banking, 

Northwestern University, 

Evanston, Illinois 


a 


Sirs: Your article will certainly stim- 
ulate considerable interest in executive 
development. 

WILLIAM PoweERs, Deputy Manager, 

The American Bankers Association, 

New York 16, New York 
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Bank Waiting Room 


Sirs: Our new waiting room for cus- 
tomers has caused such widespread and 
favorable comment that we are sending 
you this letter about it, and a picture. 
It is the talk of the town. 

The whole idea was conceived by our 
executive vice-president, W. S. Rash. He 
had on several occasions noticed cus- 
tomers waiting outside, sometimes in the 
rain and wind, for the bank to open at 
10 in the morning and thought something 
should be done about it. The result is 
the new waiting room. 


A room where customers can wait for the bank to open 
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It was made possible by taking over 
space in our building that we had rented. 
The room is attractively furnished and 
decorated. It has two heavy, wrought- 
iron doors that provide entrance to the 
main lobby of the bank. 

E. S. RANDALL, Secretary-Manager, 
Fishermen and Merchants Bank, 
San Pedro, California 


Latest Trends 


Sirs: We always look forward to the 
monthly copies of Burroughs Clearing 
House. In our years in banking, we have 
seldom found as useful a publication as 
yours to enable us to keep up-to-date on 
the latest trends and innovations in the 
banking world. 

A. M. BARCELON, Vice-President, 
Commercial Bank and Trust Company, 
Manila, Philippines 
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A Year of Progress 


COMPLETE TELEPHONE SERVICE. This “general store’ displays some of the many kinds of equipment to meet different telephone needs. The 
exhibit shows the advantages of complete telephone service for home and business. Another new feature is the Airtight Outdoor booth, 


and of New Things in Telephone Service 


Some interesting highlights from the 1954 Annual Report of A. T. & T. 


To meet the increasing communica- 
tions needs of the public, business and 
the nation, the Bell System spent $1.4 
billion for new and improved facilities 
in 1954. 

1,967,000 telephones were added, 
compared with 1,900,000 in 1953. Long 
Distance calling set new records. 

A million more telephones were 
changed to dial. Eighty-four per cent of 
all Bell telephones are now dial-operated. 

Operators now dial more than half of 
all Long Distance calls straight through 
to the distant number. People in a num- 
ber of places can also dial many of their 
distant calls. 

The average time for completing out- 


of-town calls dropped to 1.4 minutes, 
and 97 out of every 100 calls went 
through while the calling party stayed 
on the line. By these and other meas- 
ures service was the best on record. 


We started work on the first undersea 
voice cable to Europe, equipped our main 
TV network routes to carry color pro- 
grams and invented a device to convert 
sunlight directly into electricity. 

The Western Electric Company and 
Bell Telephone Laboratories, our manu- 
facturing and research organizations, un- 
dertook major new defense assignments 
at the Government’s request. 


The prospect ahead is for another 
busy year, and for even greater progress 
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toward meeting and anticipating the 
wants of telephone users. 





We'll be glad to send you a copy of the 
Annual Report . . . American Telephone 
and Telegraph Company, 195 Broadway, 
New York 7, N. Y. EXchange 3-9800, 
Extension 2151. 


7 
\ S. Whitney Landon, Secretary : 
| American Telephone and Telegraph Company 1 
195 Broadway, New York 7, N. Y. : 
1 Please send me a copy of the i 
1954 A. T. & T. Annual Report. 
l ! 
| ! 
| ! 
| | 
l | 
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Address 
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TRENDS IN FINANCE 








New Uses for 
Mutual Fund Shares 


Some specialized financial programs 
developed recently make use of mutual 
fund shares in new ways. 

For example, mutual funds have a 
major role in “The Charity and Income 
Benefits Plan’? devised by the invest- 
ment firm of Baron G. Helbig & Co., 
60 Broad Street, New York City. 

This plan calls for the establishment 
of an irrevocable trust with mutual fund 
shares as the principal. The donor gets 
the income from the fund for life, and 
may confer this right to his widow and 
after her to his children. Eventually the 
principal of the trust goes to a named 
charity. 

Besides the income feature, the plan 
has several other advantages. 

Tax deduction. In the year the trust is 
established, the donor receives an in- 
come tax saving, through an allowable 
deduction for charitable contributions. 
This deduction varies depending on the 
donor’s life expectancy and the amount 
of the gift, but Mr. Helbig cites the 
example of a person of 60 with a taxable 
income of $10,000 a year, who sets up 
a $4,326 charitable trust. He thereby 
gets an immediate savings of $980 on his 
tax payment for the year; this means 
that he will have working assets of 
$4,326 yielding him income for his 
lifetime, at a net cost of only $3,346 
($4,326 less $980). 

The donor is able to control the in- 
vestment policy of the trust by selecting 
the type of mutual fund desired. For 
instance, he may pick an ultra-conserva- 
tive fund restricted entirely to bonds, 
a balanced fund investing in a variety 
of securities, a common stock fund, a 
one-industry type, and so on. 

Widens choice. Use of the mutual fund 
gives the donor greater freedom in se- 


lecting the charity of his choice as the 
ultimate beneficiary, Mr. Helbig claims. 
Thus, if he desires, the giver may name 
churches, hospitals and schools that are 
without endowment funds, and be as- 
sured of professional investment man- 
agement. 

Still another advantage of the Charity 
and Income Benefits Plan is that it en- 
ables the donor to reduce that part of 
his estate that is subject to inheritance 
tax. 

Now in use. The plan has already been 
applied to Bryn Mawr and Barnard Col- 
leges, the Fitkin Memorial Hospital, and 
the Moravian Seminary. Many institu- 
tions and individuals are said to be con- 
sidering the idea, and a number of mu- 
tual funds have expressed an interest 
in participating. 

Mr. Helbig believes that mutual fund 
shares constitute an ideal investment 
medium for the charitable trusts, since 
they provide flexibility, diversification 
and skilled investment management. The 
Helbig firm has prepared a booklet on 
the plan, titled “More Income for You.” 

For revocable trusts. That the use of 
mutual funds makes living trusts prac- 
ticable for even small amounts is the 
theme of a folder, ‘“‘The Advantages of 
Putting Property in Trust,” prepared 
by the sponsors of Group Securities, 
Inc., New York City. 

Actually, the folder does a good job 
of explaining.in layman’s terms the ad- 
vantages of living trusts. Stressed are 
the potential savings of probate costs, 
the elimination of probate delays, and 
the avoidance of some estate taxes. It 
is also pointed out that the flexible 
characteristics of revocable trusts make 
them useful for many purposes in addi- 
tion to the usual one of transmitting 
property to one’s heirs. 

Of course, the folder goes on to 


emphasize that the use of such trusts in 
the past has largely been limited to the 
wealthy, whereas mutual funds now pro- 
vide continuity of professional manage- 
ment for estates of any size. 

Trust for minors. According to Presi- 
dent John Fiske, widespread interest 
has been shown in the “Simplified 
Trust” plan developed by Fiduciary 
Trust Company, 1 Wall Street, New 
York City. It involves the use of a mu- 
tual fund, as a means of administering 
at low cost the small trusts established 
through gifts of securities to minors. 

Mr. Fiske points out that the Revenue 
Act of 1954 has encouraged such gifts 
by providing that up to $3,000 in annual 
gifts ($6,000 for couples) may now be 
made to minor children entirely free 
of tax, 

An extremely simple two-page trust 
agreement has been developed by Fidu- 
ciary Trust in conjunction with the 
plan. While the donor may specify in- 
vestment in a mutual fund of his own 
choosing, in lieu of such instruction the 
principal and income would be placed 
in Hudson Fund, Inc., a balanced open- 
end fund for which Fiduciary Trust 
serves as investment advisor. 

Copies of a booklet describing the 
plan may be obtained from Mr. Fiske, 
and he has offered to answer any ques- 
tions that readers may have. 

Funds are booming. Such new uses of 
mutual fund shares indicates continued 
growth of the investment company in- 
dustry, which last year experienced the 
greatest year in its history. New highs 
were registered in assets, in sales, in 
number of shareholders and in distribu- 
tions to shareholders, according to the 
National Association of Investment 
Companies. 

With a membership of 115 open-end 
(mutual fund) companies and 30 closed- 


Different types of trusts, but all follow policy of investing in mutual fund shares 
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FIRST 





Peoples First National, with 
31 banking offices located 
throughout the industrially 
important Pittsburgh area, 
has the facilities and resources 
for serving every correspond- 
ent banking need. 

We welcome the oppor- 
tunity of discussing your 
Pittsburgh corresponden 
requirements. ; 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Correspondent Bank Department 


Pittsburgh 30, Pa. 


Member Federal Deposit Insurance Corporation 


















THE HOLDERS OF 
CONSUMER INSTALLMENT CREDIT 





(Percentages of total at the left of each column) 
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“Other” financial 
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and credit unions) 











Sales Finance 





Companies 











26% 
16% FEES: 











28% [22:5 











Commercial Banks 














end companies, the association reported 
net assets of $7,297,594,000 at the close 
of 1954. This represented a gain of 
$2,223,075,000 for the year. The num- 
ber of shareholder accounts increased 
by 9.1 per cent to a total of 1,911,493. 
Since the end of 1949 the number of 
shareholder accounts has increased by 
783,313, a gain of 69.4 per cent in the 
five year period. 
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The Competitive Trend 
In Consumer Credit 


The consumer is now almost univer- 
sally regarded as a good credit risk. The 
loan shark era in consumer finance is 
practically ended; the consumer can get 
credit on fair terms from a great va- 
riety of sources. Indeed, his favor is 
courted; there is keen competition for 
his credit. 

This atmosphere of keen competition 
has doubtless helped to make the great 
postwar expansion of consumer credit 
possible. Many lenders were interested 
in increasing their share of the market; 
the consumer was given a wide choice 
of ways in which he could finance his 
purchases. And the range of goods and 
services that became acceptable founda- 
tions for credit was expanded. 

The competitive race. Although the to- 
tal amount of consumer credit has in- 
creased considerably in the postwar 
period, the competitive shares in this 
market have remained surprisingly con- 
stant. 

The one great exception has been the 
faster than average growth of commer- 
cial bank holdings of consumer credit. 
It 1941 commercial banks were just 
about even with sales finance concerns, 
retail dealers, and with “other” con- 
sumer lenders as a group, as extenders 
of consumer credit. This is shown in an 
accompanying chart. But in the postwar 
period, commercial banks have improved 
their position in the market; they are 
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Banks have biggest gain, dealers show relative decline 


» 


now the largest lenders to consumers by 
a considerable margin. 

In general, however, the commercial 
bank advance was in the early pestwar 
years. Commercial banks increased their 
share of the market from 30 to 38 per 
cent in the first four postwar years— 
1945 to 1949. In the next five years, 
however, their relative position was un- 
changed, even though the absolute 
amounts of credit were almost doubled 
in this period. 

Dealer credit drops. The only group to 
show an appreciable relative decline in 
the proportion of consumer credit held 
was retail dealers. But they hardly 
looked on this as a competitive loss. Re- 
tail dealers extend credit not for the 
sake of holding it, but in order to make 
sales. With some small exceptions, most 
dealers would prefer not to hold the 
installment paper they originate. A few 
dealers have unused capital; they find it 
profitable to hold some installment loans 
on an investment basis. When auto- 
bile dealers needed little capital to 
carry inventory in the early postwar 
years, this was true for a short while. 
But most dealers have other more profit- 
able use for capital. The loss of credit 
holdings is not viewed by them as a 
competitive disadvantage. 

If dealers are taken out of the pic- 
ture, it would then appear that com- 
mercial banks have been the major 
winners in the competitive race but 
with other lenders holding on to their 
relative positions fairly well. 

The consumer’s gain. This postwar 
story has been another impressive 
demonstration of the extent to which 
consumers gain from competition in a 
free economic society. Consumer credit 
is now available on fair terms to a 
large part of the market. Although 
financing cost statistics are not com- 
piled, it seems quite clear that sales 
installment credit does not cost as much 
now as it did in earlier times. It also 
appears that the cost of cash credit 
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Mr. BANKER: 


to service an account on your books. Nobody 
knows how much it costs to lose an account 
. . . particularly a loan account offering growth 
possibilities. 


— 
IN 
There is always’an answer! 
FAs | 4 
You, as a banker, know exactly how much it costs =F 


Every lending officer is faced with the decision of 
limiting loans, — but there is a way of keeping 
the good will and loyalty of your loan customers 
whose requirements are temporarily beyond your 


_ loaning policy. 


JAMES TALCOTT, INC., with more than 100 
years of experience in factoring and financing, 
offers many possibilities to bankers of continuing 
and increasing loans on a secured basis to valued 
customers. 


If secured loans will permit you to extend to your 
customer the additional needed credit, JAMES 


TALCOTT, INC., will handle the details of the 


secured loan and participate with you in the 
financing. 
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CONSIDER THESE ADVANTAGES 
OF 
PARTICIPATION 


You ...hold the good will of your client. 

You ...hold your investment to a satis- 

factory line. 

You ...hold a collateral loan. 

Your Client . . . secures the additional 
working capital to ex- 
pand his business. 

And ...if you, as a banker, feel that your 

client requires special financing 
beyond the services of a bank, 
James Talcott, Inc. can supply 
this additional working capital 
until such time as the needs of 
your customer are again accept- 
able to you. 


James Taicott, Inc.'s, financing service includes: 


1. Accounts receivable financing 


2. Factoring 
3. Re-discounting 


4. Installment financing 
5. Inventory loans 
6. Loans on plant and machinery 


Talk to Talcott in your office or ours. A telephone cali or letter will bring a Talcott representative to see you. 


JAMES TALCOTT. INC. 


FOUNDED 1854 








225 Fourth Avenue 
New York 3, N.Y. 
ORegon 7-3000 
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209 So. LaSalle Street 
Chicago 4, Illinois 
Financial 6-1444 











has been shaved to some extent even 
though open market interest rates have 
gone up rather than down. 

But the principal gain of the consumer 
has probably been in the better service 
he receives. Installment transactions 
are better policed, a large part of them 





are guided by high business ethics, and 
the terms given consumers are now more 
truly adapted to their particular needs 
and abilities: 

Out in the open, the business of 
consumer credit has gained both in 
respectability and prestige. 
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TEN LOCATIONS 














‘€o bank services 
with the 46 years of experience and contacts 
throughout Georgia and the Southeast. 
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SERVING THE ATLANTA AREA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
MEMBER FEDERAL RESERVE S''STEM 


Se | “ 
al 25-story building is quite a 
@n Atlanta’s skyline. It symbolizes 
¥ form the tremendous growth and 
y of the South in the past ten years. 
Th@ exterior work is now complete on our 
ww Main Office and the interior work is 
assing rapidly. We hope to move into the 
¥ quarters about the middle of the year. 
Call onus if we can n help you in Atla t 
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‘Thar’ Gold In 
\ Thom Thar Hille.’ 


AND VALLEYS TOO. 








Fertile farms, 
rolling 
ranchlands, 
citrus groves, 
beauteous 
homesites, 
luxurious 
resorts, 
bustling 
businesses, 
excellent schools 
& ees 
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VALLEY 


NATIONAL 
BANK 


36 OFFICES 
SERVING ALL 
ARIZONA 


Home Office: PHOENIX 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Now Available— 


Collection and 
Letters of Credit 
Schedules for Peru 


Send for copies 


These schedules include valuable 
information on local customs and 
practices for correspondent banks, 
firms and individuals. Whenever 
you do business with Peru—collec- 
tions, letters of credit, any trans- 
action—call on this Bank. Staffed 
with experienced personnel, we 
operate 43 offices throughout Peru. 


BANCO INTERNACIONAL 
DEL PERU 


Head Office-Lima, Peru-Founded 1897 
Capital and Reserves: exceed $/.63,000,000. 




















Bank Solution to 
the Donation Problem 

The Depositors Trust Company in Au- 
gusta, Maine, has developed its solution 
for the donation problem that has 
plagued banks and other institutions for 
years. It has formed the Depositors 
Trust Foundation, a non-profit corpora- 
tion for charitable and educational pur- 
poses. 

The Federal Government allows con- 
tributions as tax deductions not exceed- 
ing 5 per cent of a bank’s adjusted net 
income, but no ruling appears to be in 
existence to protect officers’ and direc- 
tors’ action in making contributions as 
against stockholder criticism. There can 
also be poor public relations in lean 
years when banks cannot donate as they 
have in good years. It was with these 
two factors in mind that the bank cre- 
ated the Foundation. 

In a letter to stockholders, Board 
Chairman Russell B. Spear explained 
that in the past few years the pressure 
for donations from banks and other cor- 
porations for charitable and educational 
purposes had increased steadily, and the 
requests fell heavily on Depositors Trust 
because Of its offices in fourteen different 
communities. 

In view of this situation, Mr. Spear 
said that the directors felt that it would 
be a good policy to set aside, in a separate 
fund, amounts in years of high earnings 
to take care of these donations in years 
when earnings were not so good. 

The stockholders voted overwhelming- 
ly in favor of the idea. 

In forming the Foundation, it was un- 
derstood that there was no intention to 
establish a more liberal policy of dona- 
tions, and that requests would be 
screened and measured by the same rules 
as before. 

The officers and directors of the Foun- 
dation are either officers or directors of 
the bank, and the funds are handled by 
the trust department. However, the cor- 
poration is entirely separate from the 
bank, and cannot revert to the bank’s 
funds in any event. In good years the 


| bank plans to increase this fund so that 
| ordinarily its income will be sufficient to 
| handle all donations to the causes for 


which it was formed, although funds may 
be donated from the principal of the 
Foundation. 


* . 4 o 


| Case Studies of 


Underwriting Operations 


The complex role of an investment 
banker in the three distinct types of un- 
derwriting—negotiated deals, sealed 
bids, and private placements—is clari- 
fied very neatly in a special section of 
the 1954 annual report of Merrill Lynch, 
Pierce, Fenner & Beane through the use 
of specific examples. 

In one, the Illinois Power Company 
last year decided to issue 180,000 shares 
of $50 par cumulative preferred stock 
to pay off its bank loans and finance 
construction. Merrill Lynch was one of 
two underwriting firms selected, on a 
negotiated basis, to handle the offering. 
The report traces the many steps in- 
volved, from the preliminary study and 
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Actual examples are cited 


negotiation conferences to the final tim- 
ing and pricing of the issue. Another 
example, involving the Carolina Power 
& Light Company, was cited to show 
how the marketing of common stock is 
different from marketing preferred 
stock or bonds. 

The report then details the steps 
taken in handling a $12,000,000 issue of 
first mortgage bonds for the Florida 
Power Corporation, under competitive 
bidding. Still another instance is the 
private placement of 50,000 shares of 
$100 par preferred stock for the Okla- 
homa Gas and Electric Company. 

The use of actual examples gives 
added interest and meaning to a sub- 
ject that-is necessarily technical, and 
one that could easily be difficult reading. 


* 4 * 


How HFC Promotes 
Good Money Management 


Household Finance Corporation, 
through its Consumers Education De- 
partment, has long conducted a virtual 
crusade for capable financial manage- 
ment—for the family and for the indi- 
vidual. HFC has been in business 76 
years, and its Consumers Education 
Department is currently celebrating its 
25th anniversary. 

Help to millions. In this quarter cen- 
tury, HFC through this active depart- 
ment has: developed materials that have 
reached over 50.million people; dis- 
tributed over 19 million booklets; sup- 
plied film strips that have been shown 
to 11 million people; prepared exhibits, 
at two World’s Fairs and three Canadian 
National Expositions, that have attracted 
15% million visitors; supplied booklets 
and film strips to more than 3,500 
libraries from coast to coast; prepared 
HFC displays, at national conventions 
in the United States and Canada, that 
have been viewed by millions of people. 

Topics covered. Some idea of the broad 
scope of the subjects covered by booklets 
can be gleaned through a listing of the 
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We couldn’t 


put out the fire 


But with the Hartford’s help, we quickly 
paid off $28,893 in customer claims 


(Based on Company File #HM54-324) 


It was just before a holiday. As 
usual in the dry cleaning business, 
we were up to our ears in clothing 
bundles. Maybe that’s why nobody 
noticed anything wrong until the 
fire had actually burned through 
the ceiling. 

We turned in an alarm, but there 
wasn’t much we or the firemen 
could do to save the plant. 

Next morning, the men repre- 
senting our insurance company set 
up an office nearby. The moment 
they verified each customer’s claim, 
the Hartford Fire Insurance Com- 


pany paid us the money. Then we 
mailed our check to the customer, 
with a letter from our president. 
ithin 16 days after the fire, we 

paid 622 claims this way. There 
were 808 all told, so you can see the 
Hartford was really moving along 
fast. With their help, we were able 
to pay every claim so quickly and 
so fairly that we found customers 
talking about us all over town. 

Naturally, this talk didn’t hurt 
our reputation a bit. We have 
almost twice as much business now 
as we had before the fire! 


Why do we tell this story in a bankers’ magazine? 
Because it illustrates a point. Service is often as 
useful to the insured as the money received in 


payment of a loss. 


For dependable protection—backed up by the 
Hartford type of service—have those who seek 


your advice on insurance matters call their Hartford 
Agent or their insurance broker. 


Year in and year out you'll do well with the 


Hartford 





Hartford Fire Insurance Company ¢ Hartford Accident and Indemnity Company 


Hartford Live Stock Insurance Company 


> Hartford 15, Connecticut 
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BANKS LEND MONEY 


Sounds crazy, doesn’t it? But there are 
millions of acres of proof that anhydrous 
ammonia, 
farms throughout the U. S. Nitrogen is 
the important growth, yield and protein 
element in a balanced fertilizer program. 


ammonia (NHs3) fertilizer is a good invest- 


1. Most concentrated form of nitrogen. 
Anhydrous ammonia contains 82% Ni- 
trogen against 45% for the next high- 
est concentration. 

2. Lowest cost form of Nitrogen. Anhy- 
drous ammonia is the first product in 


synthetic nitrogen fertilizers, therefore 
has the least manufacturing and plant 
expense. 


3. Anhydrous ammonia handles easily. It 
flows under its own pressure into the 


lifting. No losses from broken bags. 


And as for the risk of putting gas into 
the ground, there is practically none. The 
ammonia instantly fixes itself to the soil 
particles. Rain won’t wash it away and 
subsurface application offers dry-weather 
protection by encouraging a deep root 


Use of Anhydrous Ammonia is increas- 
ing faster than 


If you make 
you know the 
efficiency form 
* Illustration shows blade of tractor-drawn ammonia 

applicator knifing ammonia into the soil. 

For free folder, “Facts You Need To 
Know About Anhydrous Ammonia,” mail 





APPLY GAS 
THE SOIL??? 


a nitrogen gas, pays off on 


are a few reasons why anhydrous 


manufacturing process of most 


nd. Less manpower required. No 


any other form of ferti- 


fertilizer loans, be sure 
full story on this high 
of nitrogen. 


today. 


AGRICULTURAL AMMONIA INSTITUTE 
Hotel Claridge — Memphis, Tenn. 


Please send your folder on NH. 
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various titles in the HFC Money Man- 
agement Library: Your Budget, Your 
Shopping Dollar, Your Recreation Dol- 
lar, Your Health Dollar, Your Clothing 
Dollar, Your Equipment Dollar, Your 
Food Dollar, The Shelter Dollar, Home 
Furnishings, Children’s Spending, For 
Young Moderns. 

Film strip lectures currently available 
are as follows: Budgeting for Better 
Living. What Is Your Shopping Score? 
Dressing Well Is A Game. How to 
Stretch Your Food Dollars. How to Use 
Consumer Credit Wisely. The film strip 
lectures include a silent film strip, a 
script to be read as pictures are pro- 
jected, and program suggestions. 

One example. Just as an example of 
recent literature, let us examine briefly 
a special booklet prepared by HFC called 
“Operation Greenback—a Money Man- 
agement Plan for Service Men and 
Women,” distributed through the USO. 
It is simple and direct, and talks in lan- 
guage the service people can readily 
understand. 

“What Do You Want Most?” the 
reader is asked. “The purpose in manag- 
ing money is to make it buy exactly 
what you want and need most.” 

There are blank sections to list 
“Things I Want,” for recording specific 
expenditures, and for making a personal 
spending plan. Valuable suggestions on 
“How to Stretch the Dollar” are in- 
cluded. A section headed “Is Your Credit 
Good?” discusses the various ways open 
to service people to get money including: 
Red Cross emergency relief; life insur- 
ance loans; pawn shops; commercial 
banks; and consumer finance companies. 
“Safekeeping Your Money” is also a 
section of practical value. 

“We want to be known as a corpora- 
tion with a heart,” says Miss Leone Ann 
Heuer, Director of the Consumer Educa- 
tion Department. “We are not mis- 
sionaries, but educators, and our mate- 
rial is used effectively in many schools 
and colleges.” 





Management viewpoint. A more formal, 
explanation appears in the booklets over 
the signature of B. E. Henderson, chair- 
man of the beard, and H. E. MacDonald, 
president. It reads as follows: 

“Each year ovér.a million families 
come to Household for help on money 
problems. Because we lend them money 
we are interested in their efficiency as 
‘going concerns.’ Our success is meas- 
ured by our effectiveness in helping 
customers to solve their financial prob- 
lems. 

“Our business requires constant re- 
search in family economics. The practical 
experiences of our skilled personnel have 
contributed significantly to the advances 
made in the fields of money management 
and better buymanship. 

“It is appropriate that the results of 
our studies be made available to the 
general public.” 

Through this public-spirited and con- 
structive attitude, the consumers educa- 
tion program of HFC has become a 
powerful force for good financial man- 
agement throughout the United States 
and Canada. 


- e Sd * 


Behind Britain’s Moves 
To Tighten Credit 


Britain has been going through some 
headline-attracting financial gymnastics 
in the past few months. 

After the privations and rationing 
of the war and immediate post-war 
years, the past two years saw the lifting 
of many officially imposed bans. This 
freeing of the individual to spend his 
money in his own way resulted in a 
drastic eruption in the buying of con- 
sumer products such as household goods 
and motor vehicles. A large part of 
this buying was on the installment plan. 
The name used in Britain is Hire Pur- 
chase, usually shortened to H.P., and 
in conversation usually referred to as 
the “Never-never” system. 


HFC has distributed over 19,000,000 money management booklets 
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The Dance of the Dragon climaxes San Francisco’s Chinese New Year celebration 


Get to know... the bank that knows California 


No red tape—no costly delays— when 
you use Bank of America’s statewide 
system of 550 branches for direct rout- 
ing of collection and remittance items. 
Cash letters may be sent directly to 
any one of the 330 California com- 
munities in which this bank is located 
and your account credited the same 
day they are received. This reduces 





float. It also means rejected items, re- 
turned directly by the branch, reach 
you days ahead of items traveling 
through usual channels. To inquire 
about this unique correspondent serv- 
ice, write Corporation and Bank Rela- 
tions Department, Bank of America, 
300 Montgomery St., San Francisco 
or 650 South Spring St., Los Angeles, 


Dank of America 


NATIONAL f8YST/82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT 


INSURANCE CORPORATION 














During the war and until July, 1954, 
the Government restrictions on this 
form of trading provided that a down- 
payment of at least one-third must be 
made and the balance paid off within 
12 months. With the removal of these 
restrictions a riot of credit buying 
started. Every retail outlet competed 
with every other in seeking to offer 
easier credit terms. 

Trade position declines. In January it 
became obvious to R, A. Butler, Chan- 
cellor of the Exchequer, and to many 
bankers and business leaders, that a 
sudden change for the worse had 
occurred in Britain’s terms of trade. 
In these circumstances dramatic steps 
were called for and Mr. Butler had the 
courage to take them. 


His first move was to raise the Bank 
Rate from 3% to 4% percent. This is the 
highest rate since the run on sterling 
in 1931, and was intended to draw funds 
to London and to strengthen sterling 
in world markets. It appears to have had 
that effect. His next step was to reim- 
pose the restrictions on H.P. to a down 
payment of 15 per cent and 24 months 
to pay the balance. 

It is generally expected in banking 
circles that the Bank Rate will be 
lowered at the earliest possible date, 
because such a high rate increases the 
cost of Government borrowing and 
causes a high depreciation of capital 
values of Government and other gilt- 
edged securities held by the banks, 
insurance companies and other financial 
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today’s banks, bankers and financial men 
everywhere. For easier, quicker, more complete 
teference, order your copy of the MARCH 1955 
EDITION. Your order is your guarantee of the. 


finest in bank directory service. 
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institutions. The restrictions on H.P. 
are likely to be more lasting and affect 
the ordinary citizen for a long time. 

It is generally believed that the 
British banks have put up about half 
of the consumer finance money. The 
banks, however, with one exception, 
do not make loans for the definite pur- 
pose of financing H.P., but on the 
general credit of their customers. Be- 
fore the restrictions were reimposed 
there had been a rapid growth of both 
large and small finance houses eager 
to supply money to retailers in return 
for taking over H.P. contracts. It was 
these finance houses which allowed 
retailers with little or no genuine finan- 
cial backing to offer their customers 
what appeared to be cheap credit terms 
with little or no payment down. 

One bank has entered the H.P. field 
in a more or less direct way. The Com- 
mercial Bank of Scotland, which is 
one of the main commercial banks 
operating in that country, has acquired 
control of the Scottish Midland Guar- 
antee Trust, which finances H.P. busi- 
ness. It is believed that all the London 
clearing banks have considered entering 
this field, but for one reason or another 
have postponed making a decision. Such 
plans are now, of course, in suspense. 
Many bankers believe the trend towards 
entering the field of consumer credit is 
inevitable and they point out that the 
public will get its finance a good deal 
cheaper if more banks follow the Com- 
mercial Bank of Scotland’s lead. The ac- 
tual interest now paid on many articles 
ranges up to 37% per cent per year. 

Bank rate problems. However, so far 
as can be foreseen the return to restric- 
tion on H.P. will be a small matter so 
far as the national banking structure 
is concerned. The rise in Bank Rate, 
however, is an altogether different mat- 
ter. It raises many problems for every 
important bank. Many customers now 
think the banks should return to their 
former custom of paying interest on 
current accounts, or should lower their 
present charges to customers. The 
financial press has been pointing out 
that the effect of the Bank Rate increase 
has been to raise the banks’ earnings 
with respect to about two-thirds of their 
total deposits or earning assets. 

On their side the banks can point 
out that they have suffered heavy losses 
by reason of the sharp drop in the value 
of Government and other gilt-edged 
securities. They can also say that, in 
view of the change for the worse in 
the economic climate of the country, 
they will have to make provision for 
possibly formidable bad debts. Another 
problem for the banks is that their 
salary scale has become a national 
issue and that they may have to incur 
much heavier expenses in this direction. 

It will be several months before the 
full effect of the Bank Rate increase 
can be felt. In former times the effects 
of Bank Rate changes have proved 
unpredictable and so there is no dis- 
position to be dogmatic about the pres- 
ent situation. It is generally admitted 
that Mr. Butler took the required 
measures to stop the worsening of the 
terms of trade, and none too soon. 
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As developed by Walter E. Heller & Company with banks across the 


country, has the ability to serve both the banker and customer 


simultaneously by offering 


TO THE BANK 


An arrangement whereby the 
bank can maintain a percentage 
of its client’s loan or designate 
a top limit for themselves—or 
both. At times become a secured 
creditor—receive benefit of cross- 
collateral—all with no additional 


overhead costs to cut its margins. 


TO THE CLIENT 


The use of additional funds on 
a continuing basis so that he 
can make projections and carry 
through commitments to both 
suppliers and customers, put 
himself in a more competitive 
position — become stronger, 
more profitable, more valuable 


to customer and creditor alike. 


Today when every dollar must work overtime, all of us are thinking 


of ways in which we can improve our services. We invite bank officers 


fixed with the responsibility of maintaining loan portfolios to inquire 


whether our services might be of assistance to them. 


BANKING SERVICE OFFICER 


WALTER E. HELLER & COMPANY 


Established 19/9 


15th FLOOR: 105 W. ADAMS ST., CHICAGO 90, ILLINOIS 
13th FLOOR: 10 E. 40th STREET, NEW YORK, NEW YORK 





sharing’ program 


THE FINANCIAL SERVICES 


rendered by Walter E. Heller & 
Company are not fully identified by 
simple tabulation because they are 
variously coordinated and applied to 
fit specific situations. 


The following types of supplementary 
financing are flexibly administered 
according to experience gained from 
national operations which now 
represent a volume in excess of 
$600,000,000 annually. 


BANK SHARING 

ACCOUNTS RECEIVABLE FINANCING 
INDUSTRIAL FACTORING 

INSTALLMENT FINANCING 
REDISCOUNTING 

MACHINERY AND EQUIPMENT FUNDING 


INVENTORY LOANS 
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Some Outstanding New Bosilibea Tr lrestille in the Far East 


By H. DUKE SCOTT 


Superintendent of Foreign Business, Imperial Bank of Canada 








Changes are taking place in banking 
throughout Asia and the neighboring 
territories of the South Pacific. The 
nationalistic tendencies which have fea- 
tured the political history of that area 
since the end of the Second World War 
are reflected in the banking field. Every- 
where on my recent three months’ tour 
of the Far East I noted the development 
of indigenous banks and their entry into 
the foreign trade field, an area of bank- 
ing enjoyed for years almost exclusively 


by British, United States and other 
foreign banks. 

Entry of the indigenous banks into 
the foreign trade field does not portend 
the ousting of long-established branches 
of world-famous foreign banks. But it 
does mean that bankers in Japan, India, 
Pakistan, Ceylon, Malaya, Philippines 
and Indonesia feel themselves ready to 
take their place in the foreign exchange 
banking structures of their countries. 

In all the Far Eastern banks there is a 
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Railroad Equipment 
Certificates 2s 


- 


"These prime obligations of American railroads, 
with their eight-decade record of performance, 
occupy a place of distinction second to none 
among privately issued investments. 
protective features, serial maturities and funda- 
mental soundness are recognized by banks, 
insurance companies, trusteeships, pension funds 
and institutions —they have a strong appeal for 
all conservative investors. Especially do they 
merit the attention of those who require high 
grade obligations of short or medium maturity. 

€ Our latest offering list includes several 
desirable equipments at attractive yields. Send 


for it without cost or obligation. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 + 35 WALL STREET, NEW YORK § 
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Mr, Scott “back home”’ 


tendency towards extending the branch 
banking system. Most of the banking is 
commercial banking, although in India 
and some other countries the commercial 
banks have savings departments. Indig- 
enous banks, starting out as local insti- 
tutions serving limited areas, can be 
expected in some cases to expand under 
a branch banking system similar to the 
developments of the British and Cana- 
dian banking systems. This is especially 
to be expected in India. 

Growth expected. The indigenous banks 
are bringing banking to the people. They 
are showing them the value of savings. 
As business develops and the countries 
grow culturally, banking can be ex- 
pected to expand in all these Far East- 
ern countries. Banking development will 
follow industrial development in that 
part of the world just as it has in indus- 
trialized western countries, 

One of the problems involved is that 
of personnel training. In India, Ceylon 
and Pakistan the long contact with Eng- 
lish banking houses has led the more 
important indigenous banks to send 
young men to London to study banking, 
and in a few cases they have come to 
the United States. 

Less mechanization. While there is 
considerable new bank building going on 
throughout the Far East, the banks have 
not yet become as mechanized as ours. 
This is mainly due to the continuing 
supply of cheap labor, including clerical 
workers. 

Shortage of foreign exchange is still a 
key problem in _ international trade 
throughout the Far East. Everywhere, 
however, there is a demand for the 
easing of foreign exchange restrictions, 
and in every country which I visited 
some progress has been made in the past 
year or so to bring their economies into 
balance. While many countries still have 
a-long way to go, there is hope that 
sound domestic policies will enable them 
to allow gradual relaxation of existing 
exchange restrictions. 
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You can improve net earnings... 
in spite of high taxes 


Within a short time you will have 
your earnings record for the first 
quarter. There is no better time 
to review the income from your 
investment portfolio, as affected by 
the Federal Income Tax Law. 





By talking with The Northern Trust 
Bond Officers now, they may be able 
to suggest changes in your portfolio 
which will materially increase your 
net earnings for the year. 


Similar assistance might be of value 
in connection with your bond service 
to your own customers. 


For complete information, phone or 
write The Northern Trust Bond De- 


NORTHERN TRUST 


COMPANY 
50 South La Salle Street, Chicago 90, Illinois 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


New York Representative + 15 Broad Street, New York 5 
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For more than half a century 


O34 


in all parts of the country have 
been Hanover Correspondents 











A Bank Is Known By The Correspondents It Keeps 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 
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“What Terms?’ is Big Topic 
at Instalment Conference 


There was an undercurrent of caution 
in the air last month when 1,500 bank 
instalment lending executives met in St. 
Louis to talk over their business at the 
American Bankers Association’s National 
Instalment Credit Conference. The cau- 
tion did not come from fear for the 
future of the instalment business—it is 
booming and appears to have the bright- 
est prospects—or for general business 
prospects, but rather in the matter of 
“quality” in credit extension. The speak- 
ers on the platform and the men in the 
audience at the Jefferson Hotel were 
thinking about the ‘dangers that can 
come from too-easy credit terms and 


were showing their determination that . 


the nation’s banks were not going to get 
involved in a spiral of “crazy” instal- 
ment terms. 

Survey findings. Before the conference 
sessions even got underway on March 21, 
the instalment credit men were reminded 
that this is a big business they are work- 
ing in—and a profitable one for their 
banks. A survey made by the A.B.A.’s 
Instalment Credit Commission, which 
sponsored the meeting, was given to 
bankers before the opening’ gavel 
sounded. It showed that, in 216 leading 
banks, instalment loans now account for 
22 per cent of the loan total, and this 
same 22 per cent was responsible for 
35.88 per cent of those banks’ income 
from loans. The survey also indicated 
that, to date, the banks are practicing 
what they preach in the matter of loan 
terms. For instance, most of the report- 
ing banks said that they were offering 
¥% down, 24 to 30 months on new cars; 
10 per cent down, 24 months, on appli- 
ances; and the like. Although lenient 
enough to put instalment loans within 
the reach of the mass of people, these 
terms are hardly an invitation to bank 
customers to overextend themselves on 
instalment payments. 

Conference questions. The keynote to 
the 2% days of discussion was sounded 
by Philip Woollcott, Commission chair- 
man and president of the Bank of Ashe- 
ville (North Carolina), when he said: 
“We are here for the simple and single 
purpose of gathering information on 
which to determine what road our credit 
policies will take in the year ahead. 
Should we seek more instalment loans, or 
should we reduce the ratio of our instal- 
ment loans to our total loans? Are we 
facing more inflation? Will we encounter 
deflation? Should we proceed boldly or 
with caution?” 

36-months dangerous. The answers to 
some of these questions were quick in 
coming from the other speakers. And 
the answers added up to a strong “keep 
credit terms sound.” Robert L. Oare, 
president of the American Finance Con- 
ference and board chairman, Associates 
Investment Company, South’ Bend, 
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Chairman Woollcott sounds keynote of AB.A. Instalment Credit Conference 


1,500 bankers take a timely look at consumer credit policies 


warned that the tight competition pre- 
vailing in the automobile field was an 
invitation to loosen terms on car pur- 
chases, a dangerous practice. Said Mr. 
Oare: “Remember that when an auto- 
mobile is financed over a 36-month period, 
we are in effect amortizing the deprecia- 
tion on that automobile over 36 equal 
instalments. In the case of a’ new car, 
depending on the actual make, the depre- 
ciation amounts to 36 to 40 per cent in 
its first year, another 15 or 20 per cent 
in its second year, and 10 to 15 per cent 
in its third year. With this fact alone, 
unless the purchaser entered the contract 
with a sufficiently large equity in his 
automobile, the heavier real depreciation 
which he must absorb during the early 
part of his contract will be greater than 
his monthly instalment.” 

In a panel discussion, Cyril J. Jedlicka, 
vice-president of the City National Bank 
and Trust Company, Kansas City, re- 
peated this same warning when he said: 
“There are some factors to justify some 
lengthening in terms, but the pressure 
of present auto production leads to sell- 
ing of terms rather than merchandise.” 

Car dealer viewpoint. Because of the 
importance of the automobile business to 
the future of instalment financing (auto 
loans are considered the “cream” of 
consumer credit and make up a good 
part of it), that industry was given 
major emphasis on the Conference pro- 
gram. Speaking to a group which had 
carefully watched the competitive maneu- 
vering in autos these past few years, 
Frank H. Yarnall, president of the Na- 
tional Automobile Dealers Association, 
predicted that the industry was coming 
out of the days of “bootlegging,” “mis- 
leading advertising,” and “cross selling.” 

“IT believe that during this year we 
will have dealt with the bootlegging, 
that cross selling will be slowed down 
by the contract changes we believe will 
be possible, that through your efforts 


and ours we will return to more sound 
finance terms,” Mr. Yarnall said. “Al- 
ready there has been improvement in 
advertising, and dealers are giving much 
attention to good business management.” 

Appliance trend. An even brighter pic- 
ture was painted for the appliance indus- 
try by Charles K. Rieger, vice-president 
of General Electric Company. In addition 
to predicting a soaring market in home 
appliances, Mr. Rieger saw the end of 
the discount houses which have been 
plaguing his industry. ‘The typical dis- 
count house which renders no service is 
going broke,” he asserted. “It is our 
opinion that the discount house was a 
natural outgrowth in the areas where a 
preponderance of the dealers sold appli- 
ances with high markups and accepted 
no trade-ins, gave poor service, and made 
it difficult for the prospective buyer to 
get satisfactory credit terms.” 

Informal sessions. In addition to the 
formal part of the program, the A.B.A. 
planned a new experiment for use at 
this Conference—a series of srall “bull 
sessions” in which the bankers could talk 
frankly about their own instalment lend- 
ing problems. Fifteen of these sessions 
were held simultaneously, with under 
100 men participating in each. The hope 
is that delegates went back to their home 
banks with more practical help in their 
lending operations than a strictly formal 
program would have provided. 
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Savings-Mortgage Meeting 


At the annual savings-mortgage con- 
ference of the American Bankers Asso- 
ciation held last month, the savings 
portion of the conferences included au- 
thoritative speeches on such timely sub- 
jects as the growth and extent of savings 
in the country and the possibilities for 
electronic machines in savings oper- 
ations. During the day devoted to the 
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mortgage side of the conference the 
bank executives in attendance heard 
equally timely talks on such subjects 
as the outlook for the construction 
industry, and the role of mortgage 
financing in the nation’s economy. 

Savings gains. In his annual report, 
Joseph R. Jones, president of the 
savings-mortgage division of the A.B.A., 
and vice-president of the Security First 
National Bank of Los Angeles, Califor- 
nia, told the delegates that the 1954 
record high in total savings in the 
nation of nearly $232 billion was almost 
unbelievable, since the figure repre- 
sented nearly a 300 per cent increase 
in 10 years and was 5% times greater 
than it was during depression years. 

Mr. Jones cited the 1954 percentage 
increases in savings in various institu- 
tions, which included 7% per cent for 
commercial banks, 7% per cent for 
mutual savings banks, 6% per cent 
in outstanding reserves against life 
insurance policies, and 21 per cent for 
savings and loan institutions. 

On the subject of mortgage financing, 
Mr. Jones sounded a note of caution 
for banks in transacting 100 per cent 
V.A. loans with a 30-year maturity. 
“We should be very careful,” he said, 
“that we are not using such financing 
to support a volume of construction and 
force sales beyond real needs. Not only 
does the borrower pay a very high 
price in total interest upon such a loan; 
but this easy financing, if continued, 
could lead to overbuilding, which affects 
the entire real estate market including 





Mr. Jones, speaking, and J. R. Dunkerley, 
deputy manager, A. B. A. 


Urges mortgage credit caution 


the values of all existing homes.” 
Electronics will take time. Everett J. 
Livesey, a member of the electronics 
committee of the A.B.A. savings and 
mortgage division, and a vice-president 
of The Dime Savings Bank of Brooklyn, 
New York, in his talk on the work being 
done by the A.B.A. in investigating the 
possibilities of electronics in banking 
applications, dispelled any fears about 
adverse employment or “rush to get 





there first’”’ situations that might arise 
as a result of such applications. 

He pointed out that new machines 
have always brought fears of mass unem- 
ployment, but that production in this 
country by means of mechanization 
increased 25 times between 1850 and 
1953. In the same period he added, the 
nation’s population increased from 23 
to 161 million, or roughly 7 times. 

Touching upon the necessity for an 
“easy does it” attitude, Mr. Livesey 
said that a bank contemplating the intro- 
duction of new equipment need not feel 
that it must change completely all of 
its existing procedures in one fell swoop. 
The application, he said, can be confined 
to one aspect of operations at a time, 
such as depositors’ accounting, mort- 
gage, payroll, etc. 

“Any bank officer or methods man 
worth his salt,” said Mr. Livesey, “must 
find out where electronics is going to 
fit into his operations. You may not be 
planning to buy a machine tomorrow, 
but you’d better begin to learn, to study 
your procedures, and get ready for it.” 

“What boom?” In his talk on the out- 
look for the construction industry, 
George Gtine Smith, an economist of 
the F. W. Dodge Corporation, New York 
City, said that to the oft-repeated ques- 
tion, “How long can this building boom 
last?” he was forced to reply, “What 
boom?” 

The real question, he declared, is 
“Are we building enough?” There is 
considerable evidence, he added, that 
in some lines, like schools and high- 
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\ Home Improvement Loans / i — 


FHA Title I Plan 


Your FHA borrowers may now enjoy the same credit life and 
property insurance protection which is available to non-FHA bor- 
This forward step in serving their needs gives added 
strength to your credits and support to your FHA operations. 


rowers. 
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Bank’s Own Plan 


By setting your own conditions and terms and adjust- 
ing rates to the size and type of loan you enjoy greater 
operating flexibility and more profit. 


Credit life insurance and property damage insurance build good will, cement 
dealer relationships and promote customer confidence, while strengthening 
your credits and easing your collections. 


How to Have Your Own Insured Payment Plan Ask to have Old Republic’s represen- 
tative call on you. His advice and counsel will be invaluable to you in obtaining maximum benefits for your custom- 


ers and yourself. 


especially designed for your property improvement program. 


SPECIALIZED INSURANCE SERVICE SAFEGUARDING 
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CONSUMER CREDIT 


Let him show you the proper procedure, rate charts, advertising materials and other tools 


James H. Jarrell, President 


CREDIT LIFE INSURANCE COMPANY 
HOME OFFICE: 307 N. MICHIGAN AVENUE, CHICAGO 1, ILLINOIS 
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ways, the nation isn’t coming close to 
meeting current needs, not to mention 
accumulated backlogs. 

Mr. Smith gave his definition of a 
boom as “a speculative over-expansion 
followed by a bust, such as happened 
in the 1920’s’. He then said that there 
are three major differences between 
the conditions of the 20’s and now. 
These are that the dollar is a rubber 
yardstick, and is a far smaller thing 
now than it was in the 1920’s; that 
the country has grown enormously in 
the past 30 years; and that public con- 
struction, which is non-speculative, is 
a bigger share of the total now than 
it was then. 

Responsibility and growth. After re- 
viewing the role that outstanding mort- 
gage financing has played in the econ- 
omy of this country since 1900, Homer 
J. Livingston, president of the American 
Bankers Association, and president of 
The First National Bank of Chicago, 
said that he would be remiss if he did 
not, in view of the historical record, 
clearly point out that responsibility is 
always inseparable from opportunity 
and growth. 

A prosperous, expanding economy, he 
said, tends to make a nation impatient 
to crowd more and more economic 
growth into a shorter period. Sound 
principles are, therefore, in danger of 
being compromised to expediency and 
to the desire for new records of achieve- 
ment. “To illustrate,” said Mr. Living- 
ston, “there is a _ serious question 
whether the ambition to reach a higher 
and higher volume of housing starts 
should be realized by lengthening of 
maturities and a steady liberalization 
of terms. Prosperity on that basis may 
not be a bargain.” 

Mr. Livingston went on to say that 
the development and financing of some 
subdivisions without adequate provis- 
ions for schools and utilities is also in 
the long run unwise and shortsighted 
despite the attraction of immediate 
profits. “Competent and able leaders 
in the field of mortgage financing,” 
he said, “recognize that sound growth 
and sound financing are the only ways 
to lasting achievement. We run a seri- 
ous economic risk when we compromise 
long-established and sound principles.”’ 

Too much help. At the national school 
savings forum, which was held in con- 
junction with the savings-mortgage con- 
ference, banking officers and educators 
were told in a letter by Samuel M. 
Brownell, U.S. Commissioner of Educa- 
tion, Washington, D.C., that there is 
a possibility that bankers and teachers 
are helping individual students too 
much. 

In his letter Mr. Brownell said that 
when a student gets out of school, if 
he has not learned to go to the bank 
on his own initiative, he may stop 
saving. School banking, he continued, 
has been for the students a part of 
school life, not out-of-school living.” 

Speaking earlier to J. R. Dunkerley, 
deputy manager of the A.B.A. in charge 
of the savings and mortgage division, 
Mr. Brownell had said, “When bank 
representatives or teachers fill out slips, 
collect envelopes, and in other ways 
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Here’s a helpful 
service you can use 


: 7 ' Monthly Review 





nova scotia 


BANK : 


TT BANK OF NOVA SCOTIA issues 
each month a comprehensive 
and authoritative review of Canadian and World 
affairs from a Canadian viewpoint. 












Thousands of business men find the Monthly 
Review of The Bank of Nova Scotia helpful and 
profitable reading. 


You will find it useful too, it is yours for 
the asking. We will be glad to add your name 
to our mailing list. Just fill out and mail the 
coupon below. 
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The BANK of NOVA SCOTIA 
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! e Your Partner In Helping Canada Grow 


Publicity Department 
The Bank of Nova Scotia 
44 King St. West, Toronto, Ontario 


Please put me on your complimentary mailing list to receive 
the Monthly Review. Also please send me copies of recent 
Monthly Reviews covering the subjects checked below. Q-9 
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ESTEY! 


. . . Open Shelf Filing, the Original 
Record Filing design that has revolu- 
tionized volume filing! Your Mortgage 
Records, Trust Records and volume 
records of all kinds can be filed in less 
than half the floor space they present- 
ly occupy in your Vault Files! ... 
This, with complete accessibility, in- 
creased saving in time and elimination 
of errors. 


Banks, Insurance Companies, 
Mortgage Companies and many 
others have effected fabulous 
savings by using Estey Open 
Shelf Filing! 


Write today for 
illustrated Catalog of 
Estey Open Shelf Filing 






ESTEY 


METAL PRODUCTS, INC. 
Two Catherine Street Red Bank, N.J. 
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Customers are advised of credit to their account by copy of actual check 


System eliminates typing, processes up to 1,000 checks an hour 


make the school banking operation one 
in which the child makes no effort, he 
is not prepared to continue to bank 
when he graduates and when the teach- 
ers and bank representatives cease to 
perform these functions for him.” 


* . * 


Photocopying Customers?’ 
Dividend Advices 


Under a new system installed recent- 
ly, The Bank of New York, New York 
City, makes use of an automatic photo- 
stat machine to advise its customers of 
dividends checks forwarded to the bank 
for credit to their accounts. The photo- 
copying operation eliminates the typing 
and checking functions formerly em- 
ployed. To make the new system work, 
all dividend disbursing agents forward 
dividend items to the bank’s customers 
in care of a specially rented post office 
box. 

Old system cumbersome. According to 
J. P. McGovern, the bank’s_ opera- 
tions manager, on peak days more than 
2,000 dividend items are received direct- 
ly by the bank from paying agents, for 
credit and advice to the bank’s depositors. 
The information furnished the custom- 
ers on the credit advices used in the 
old system reflected the date the item 
was received and credited, the name of 
the company and amount of the dividend, 
the class of security, name of account 
credited, and the name and address to 


which the advice was forwarded. 

The old system of processing the ad- 
vices, said Mr. McGovern, was time-con- 
suming and expensive; its. principal 
disadvantages lay in performing the fol- 
lowing operations: 1. mail department 
sorting of incoming items to advice sec- 
tion of the bookkeeping department; 
2. alphabetical block sorting of custo- 
mers’ items by typists; 3. typing of ad- 
vices; 4. checking of advices; and 
5. filing of advice copies. 

New system efficient. The new system, 
Mr. McGovern continued, overcomes all 
of these disadvantages, and at the same 
time maintains a high degree of effi- 
ciency. To eliminate the first of the dis- 
advantages, all disbursing agents are 
given code symbols for each customer 
which indicate the branch office of the 
bank where the customer’s account is 
maintained, and whether or not special 
instructions apply. The disbursing agents 
are requested to forward dividend items 
to the post office box specially rented 
by the bank..From there, the items are 
sent directly to the bank’s bookkeeping 
department, thus completely by-passing 
the mail department. 

To offset the next three disadvan- 
tages, the bank employs a photostating 
machine which has the capacity to make 
one exposure every 30 seconds, and to 
reproduce 16 checks simultaneously at a 
slight reduction in size. 

Each check is placed on a partitioned 
board with a legend pasted to the board. 
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trading in governments? 





1 When you need prompt trading in securities, just write us today. A man from The First will call on you 
- pick up your phone and call Chicago LD 92, 93, 155 at your convenience. 

it or 313. We offer a primary market—a Bond Depart- 

‘ ment with more than 90 years experience. Under 
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. bid or offering. Checks + Complete Foreign Banking Service + Loan 


: ery: Participation + Bond Department Operational Pro- 
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Two pictures are made of the check with 
its respective legend. One is forwarded 
to the customer in a pre-addressed en- 
velope, and the other is retained by the 
bank as a credit-posting medium and file 
copy. 

Two clerks and a machine operator 
using four boards can process up to an 
ideal maximum of 1,000 checks per hour. 
However, it is found that the actual 
working average is approximately 500 
checks per hour. Thus, in four hours, 
three people are able to accomplish what 
formerly took five typists 35 hours to do, 
a saving of 23 hours. The trimming of 
the photostatic copies, which is per- 
formed by the two clerks, requires ap- 









% PORTLAND 


Coast states. 


SAN FRANCISCO - 


Momber 


MARTINEZ + 


proximately 3 hours, as against the 8 
hours formerly needed to check the 
advices. The total time consumed by the 
new system, using the services of three 
people, is about 18 hours, as contrasted 
to 46 hours formerly required. 

Error-free process. “This picturing 
process is error free,” said Mr. McGov- 
ern. “Consequently, comments from our 
customers, their attorneys and others 
interested concerning our new method 
of processing the dividend items are en- 
thusiastically favorable. The customers 
feel that no more accurate and detailed 
record of their dividend credits could be 
furnished them than photographs of 
their actual checks.” 





West Coast coverage 
with ove bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 


This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this ninety year old bank 
is long-established in its area—thoroughly acquainted with area 
needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 


Incorporated in 1864 


PORTLAND + SEATTLE + TACOMA 


Federal Deposit Insurance Corporation 





WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 


A Job 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The National Shawmut Bank 


40 Water Street, Boston 
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Mr. McGovern said further that the 
new system employed in his bank was 
not recommended to organizations who 
do not already own or have access to the 
type of photostating equipment in use 
at The Bank of New York. 


° * ° 


Installment Loan Segregation 

The advantages of segregating instal- 
ment loans, even in smaller banks, and a 
simple formula for setting up an accrual 
system for instalment finance charges 
were outlined recently by Curtis Ken- 
dall, vice-president of the American Na- 
tional Bank and Trust Company of 
Mobile, Alabama. Mr. Kendall, who is 
also chairman of the instalment credit 
committee of the Alabama Bankers As- 
sociation, set forth his recommendations 
in a speech made before several group 
meetings of the Mississippi Bankers 
Association. 

The complete segregation of instal- 
ment loans provides, among others, the 
advantages, Mr. 
Kendall sad. 

1. Easier control over collections and 
delinquencies when the loans are not 


| sandwiched in with the commercial lia- 


bility ledger. 

2. Better control over lines of credit 
set for dealers, or over classes of credit 
where paper is bought direct. 

3. A quick means of detecting numer- 
ous trends essential to the proper po- 
licing of instalment loans, such as a 
trend toward delinquency, or toward ac- 
quiring too much of one class of ques- 
tionable paper. 

4. Reduced clerical work through a 
uniform, standardized system. 

5. Approval of Federal and State 
banking authorities, whose work is made 
easier and who are able to get a clearer 


| picture of a bank’s instalment loan oper- 





ations. 

6. An easy means for setting up an 
accrual system in accounting for finance 
charges on instalment loans. 

Commenting on the last point, Mr. 
Kendall said that while most banks 
would probably agree that the theory of 
accruing finance charges is sound, many 
smaller banks might have an exaggerated 
idea of the accounting necessary to put 


To simplify accrual accounting 





UNEARNED DISCOUNT FORMULA 


Two variables that must be determined accurately and kept 
in adjustment: 


7 
1. Average annual discount rate on all types 
of paper in the department 


2. Average length of contract in the department 


Multiply the average annual discount rate by the number of 
months expressed as a fraction in 12th in order to arrive at 
the average di For inst: . if a bank's loans were 
for approximately 17 months and the discount rate was 6% 
the average discount would be 8 1/2% computed by this frac- 
tion -- 17 x6 = 102 =8 1/2% 

12 12 





Or a bank with average loans of 17 months and the discount 
rate of 8% -- 17 x8 =136 =11 1/3% 

12 12 
Any time it is desirable to compute the Unearned Discount, 
simply multiply the aggregate of the unpaid balances by the 
discount rate. Any excess in the Reserve Account above 
this figure would be transferred to Earned Discount. 
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‘Meet the Press”, winner of virtually every im- 
portant television award is now open for spon- 
sorship in certain cities. 

3anks have been quick to take advantage of 
the program’s prestige and long-established pop- 
ularity.. It is already locally sponsored by the 
Old Kent Bank, Grand Rapids, Mich.; Citizen’s 
Savings Bank and Citizen’s Trust Company, 
Providence, R. I.; Michigan National Bank of 
Lansing and the Northwest Security National 
Bank of Sioux Falls, S. D. 

“Meet the Press”, NBC’s live, lively press 
conference of the air, has made more front-page 
news than any other program in TV history. It 
brings to the cameras such history-making per- 
sonalities as Vice President Richard M. Nixon, 
Adlai E. Stevenson, Secretary of State John 
Foster Dulles, Sir Anthony Eden and former 


Bankers sponsor “Meet the Press” 








French Premier Mendes-France. 

“Meet the Press” originates live every Sun- 
day 6:00—6:30 p.m. New York Time—a family 
time on the family day. Tailored for local adver- 
tising budgets, complete costs of this top-notch 
half-hour program, in prime television time, 
range from $35 to $1000, depending on the size 
of the city. 

For exclusive sponsorship of ‘‘Meet the 


$ 


Press’’ in your city, call your local NBC-TV 


station or NBC Co-op Sales today. 


TELEVISION 
Co-op Sales 


a service of ee) 





30 Rockefeller Plaza, New York 20, N. Y. or your local NBC station 
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ALL 
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SAME WIDTH | 


AND HEIGHT 


for NESTING 


3%” x W1%" 
BUT WITH VARYING | 


DEPTHS for DIFFERENT 


SIZE COINS ..4. 


With ** Steel -Strong’’ Coin Trayf Teller merely 
counts number of filled trays and top rows of un- 
filled trays...giving him an accurate total of — 
ped coins. Saves time, saves errors. 


STEP BLOCKS, EXCLUSIVE 


FEATURE of “Steel-strong” Coin Trays. 


permit fast loading of rouleaus in Trays, limit 
tof coin total ae hon oe 


the exact amoun the 

colored end labels, which always‘match “the color 
of the coin wrappers for easy identification of the 
coin denomination. 





LIFT PANS FOR COIN TRAYS 


“*Steel-Strong’’ Lift Pans serve to accommodate 
filled Coin Trays in the cage and become a con- 
venient carrier to and from the vaults for night 
storage. Illustration also shows Pan filled with 
loaded Coin Trays and the great > of all 
trays being the same length and width. This per- 
mits secure stacking and perfect nesting. 


5-DAY FREE TRAIL! 


DEPT. B, HANNIBAL, MO. 
Please send us, prepaid, for trial........ Coin Trays 
OE vstssuté Lift Pans for demonstration. We will 


return same for credit if found unsatisfactory. 
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First 25 Largest Savings & Loan Associations 
Position Savings Shares—Dec. 31, 1954 
1 Home Savings & Loan Ass’n, Los Angeles $177,598* 
2 Perpetual Building Ass’n, Washington, D. C 170,237 
3 Twin City Federal Savings & Loan Ass’n, Minneapolis. 162,517 
4 Coast Federal Savings & Loan Ass’n, Los Angeles...... 159,200 
5 First Federal Savings & Loan Ass’n, Chicago 135,127 
6 First Federal Savings & Loan Ass’n, Detroit.................... 126,249 
7 County Federal Savings & Loan Ass’n, Rockville Centre, N. Y................... 117,926 
8 Pacific First Federal Savings. & Loan Ass’n, Tacoma, Wash......................... 117,167 
9 Bell Savings & Loan Ass’n, Chicago..................22..0.0.22-.-:.-00-+ 116,724 
10 Farm and Home Savings & Loan Ass’n, Nevada, Mo.......... 114,425 
11 Carteret Savings & Loan Ass’n, Newark, N. J..... ; 111,178 
12 First Federal Savings & Loan Ass’n, Miami, Fla.............22..2220..222--2.2----00---- 107,797 
13. Talman Federal Savings & Loan Ass’n, Chicago.................2--..2.....22--e0eeeeee---- 101,743 
14 California Federal Savings & Loan Ass’n, Los Angeles..... 93,529 
15 Baltimore Federal Savings & Loan Ass’n, Md........0222...2..22.......-ccceeeeseceeneneeeeeee 93,366 
16 Minneapolis Savings & Loan Ass’N............0......222:..1---0eeee-eee- 92,997 
17. Glendale Federal Savings & Loan Ass’n, Glendale, Calif... 87,037 
18 Old Colony Co-operative Bank, Providence, R. [.......2....222....22....eeeeeeeeeeeeeeeeeee 86,330 
19 Worcester Federal Savings & Loan Ass’n, Mass........... 86,309 
20 Minnesota Federal Savings & Loan Ass’n, St. Paul........... 85,867 
21 First Federal Savings & Loan Ass’n, New York City.»........ 75,520 
22 Great Western Savings & Loan Ass’n, Los Angeles............ 74,694 
23 Gem City Building & Loan Ass’n, Dayton, O... 72,865 
24 Broadview Savings & Loan Co., Cleveland, O.......2..2222......0....2222--esesseeceeseeeeeeeee 69,605 
25 Atlanta Federal Savings & Loan Ass’n, Ga 68,282 
000 omitted . 




































































A few changed positions at the top; all showed savings increases 


such a system into effect. However, in 
his own bank, he continued, a simple 
formula was adopted several years ago 
which had the approval of the internal 
revenue authorities and which requires 
only a few minutes per month to operate. 

The formula used by Mr. Kendall’s 
bank in transferring finance charges 
from the ‘Reserve for unearned Dis- 
count” to “Earnings” is reproduced on 
page 20, and any bank, he declared, 
would have no difficulty whatsoever in 
using it. 

“The segregation of instalment ledg- 
ers and procedures from those of the 
commercial department, even in a small 
country bank,” concluded Mr. Kendall, 
“is a prime requisite to thorough control 
of instalment operations and will almost 
inevitably result in growth of instal- 
ments and increase in earnings. Until 
this segregation takes place, I do not 
see how much improvement can _ be 
brought about in a small bank’s opera- 
tion.” 
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Savings-Loan Gains 


Last year the savings shares issued 
by the savings-and-loan associations in 
the country showed an increase of 
almost $4.3 billion after withdrawals, 
or more than an 18 per cent increase 
over 1953. At the year end a total of 
$27.1 billion in share accounts was held 
by the savings-loan institutions. 

In announcing these figures recently, 
J. Howard Edgerton, president of the 
United States Savings and Loan League, 
and president, California Federal Sav- 


ings & Loan Association, Los Angeles, 
cited the following reasons for the rec- 
ord high savings, and for the continued 
growth of the savings and loan business 
generally. 

1. The most notable advances made in 
personal income and living standards 
have been by the middle and lower in- 
come groups, which are the groups 
served primarily by the savings-and-loan 
associations. 

2. Aggressive merchandising of thrift 
through facilities, services and adver- 
tising. 

3. High rate of return paid on savings 
shares. 

4. Carefully selected and thoroughly 
trained management. 

5. Post-war home building boom which 
created ready outlets for investing sav- 
ings on favorable terms. 

“The high rate of savings attracted to 
our institutions in 1954 and in other 
recent years,”’ said Mr. Edgerton, ‘“‘indi- 
cates that we are well on our way to 
becoming a $50 billion business by 
1960.” 

The listing given above shows the first 
25 largest savings and loan associations 
in the country and their comparative 
savings share positions at the end of 
1954, 
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Chart Error Correction 

An error was made in the charts used 
to illustrate the article “The Hazards In 
Today’s Home Loan Terms,” (Burroughs 
Clearing House, March, 1955), written 
by Morton S. Bodfish, board chairman 
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The “Value” lines were switched 


and president, First Federal Savings and 
Loan Association, Chicago, Illinois. 

Due to a switch in the color plates, the 
two charts showed incorrect “Estimated 
Value of Security” lines. The chart re- 
productions above show these lines as 
they should have appeared. 
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Banker-Club Promotion 
of Savings Bonds 


Throughout May and June, bank offi- 
cers across the country will address 
local service clubs to promote the sale 
of U.S. savings bonds to individuals. In 
cooperation with the Treasury depart- 
ment and the national headquarters of 
service clubs, the savings bond com- 
mittee of the American Bankers Asso- 
ciation recently completed a mailing of 
promotion material to the savings bond 
organization representing banking. 

A speech outline and narrative mate- 


rial intended as a practical aid for 
banker speakers at the service club 
meetings may be obtained without 


charge from the A.B.A. savings bond 
committee at 12 East 36th Street, 
New York 16, New York. 

The A.B.A. material, including sup- 
plementary data on program notes, sug- 
gested news release and background 
information on savings bonds, will also 
be made available to banks through 
state savings bond chairmen, state 
banker association secretaries, and the 
state offices of the savings bond divi- 
sion of the Treasury department. 
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Food Sacks Advertise 
Bank Services 


An advertising medium that is novel 
for a bank is being employed by The 
Portland Trust Bank, Portland, Oregon. 
The bank supplies a local grocer with 
paper food sacks which have handles 
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# IN THE SADDLE AGAIN 


Our “Free Fifty” program onceagain 
is going great guns. It is astonishing 
how many times during the past 
fifteen years this selling technique 
has been ‘‘rediscovered.”’ Right now 
it is as hot as a two-dollar pistol. 


All there is to it is that you, as the 
banker, write a letter to your 
customers asking them if they would 
like fifty personalized checks with 
your compliments, with the under- 
standing that if they wish to continue 
using them they may purchase two 
hundred for $1.40. About 35% of 
those addressed will accept the free 
offer, and of this group about 65% 
will continue to reorder. 

This program is not designed to 
give things away but rather to reduce 
the bank’s check expense, make 
check processing somewhat easier in 








the bookkeeping department, and at 
the same time provide the customer 
with a nice-looking check bearing 
his name and address. The bank 
pays us 60 cents for each order of 
fifty checks—which includes postage 
for direct mailing to the customer— 
and in a matter of eighteen months 
the total outlay of money should 
be recovered. 


We, of course, supply the advertising 
enclosures and render whatever 
assistance is necessary to launch the 
program. Thousands of banks have 
tried it. Most of them like it. It pays 
off in lower costs and satisfied 
customers. Ultimately it emphasizes 
the significance of the statement that 
“‘The checks you sell cost you 
nothing.” We will be happy to give 
you the details. 
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CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 














Right: bank branch manager, J. C. Davis 


Unusual promotion tie-in 


and bear the bank’s name and address 
along with a Portland Trust advertising 
message. 

In offering the idea to other banks, 
Vice-President Ward S. Kelley says that 
the sacks are especially useful for pro- 
moting a new banking office in a sub- 
urban or semi-rural area. Mr. Ward 
cited the fdllowing advertising effects 
that can be achieved by using the sacks. 

1. In giving the sacks to a grocery 
store, the door is opened toward getting 
the store’s business. If the store is the 
bank’s customer already, the offer of 
the sacks adds to the relationship. 

2. Many stores will voluntarily put 
up displays with the bags containing 
oranges or other foodstuff. Many people 
will see the bags and, of course, the 
bank’s advertising. 

8. The bags will automatically leave 
the store and go to homes in all the sur- 
rounding area in a matter of a very 
short time. 

4. The paper strap handle makes the 
bag more useful; in many cases the bag 
will be kept around the home for further 
use, possibly to make additional adver- 
tising impressions. 
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Ir Your Bank does not handle this 
type of business, Commerciat CREDIT 
can help your customers who need 
more funds than are justified under 
their banking lines of credit. ComMER- 
ciaL Crepit’s Accounts Receivable 
Financing can function quickly and 
smoothly, and does not interfere with 
your banking services to these cus- 
tomers. Any CommerciaL CREDIT 
Corporation divisional office listed 
on the left will be glad to furnish infor- 
mation to you or your customers. 


Good Planning Cuts Cost of 
New “Package of Service’’ 


In planning new quarters, banks are 
confronted with financial as well as 
architectural considerations. 

They are limited both by financial 
prudence and statutory restrictions on 
the total expenditure, and it is fre- 
quently quite a problem to meet present 
and future building requirements within 
the allotted figure. 

So, the feat of one bank in moving 
from an old outmoded structure to much 
larger and finer new quarters with sur- 
prisingly little net outlay is well worth 
noting, as a suggestion for other insti- 
tutions. 

It was a familiar “growing pains” 
problem that confronted The Union 
National Bank of Charlotte, North Car- 
olina. Since 1912 this institution had 
occupied the same corner location for its 
main office. Four times the building un- 
derwent remodelings, to keep pace with 
the bank’s expansion, but finally a more 
drastic step became mandatory. Com- 
plete new quarters were the only an- 





Battrmore 1—200 W. Baltimore St. 
Cuicaco 6—222 W. Adams St. 

Los AncELEs 14—722 S. Spring St. 
New York 17—100 E. 42nd St. 
San Francisco 6—112 Pine St. 
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A Service Available Through Subsidiaries of 


COMMERCIAL CREDIT COMPANY 
Capital and Surplus Over $170,000,000 
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swer, and a nearby site was acquired. 

Expense is shared. Instead of using the 
expensive main street frontage solely 
for a bank structure, however, the 
Union National joined with the Jeffer- 
son Standard Life Insurance Company 
in erecting an office building of nine 
stories, with a complete parking base- 
ment and parking lot. Only 20 per cent 
of the cost was borne by the bank, and 
80 per cent by the insurance company, 
so the outlay by the Union National did 
not greatly exceed the proceeds received 
from the sale of its old quarters. 

The bank occupies space on the first 
and third floors, with the remainder be- 
ing leased on a long term basis to 
national firms. Rental space was leased 
prior to the execution of the construc- 
tion contract —even prior to the pur- 
chase of the land—and demand for space 
required the addition of an extra floor 
to the original plans. 

Economical operation. Now comes 
even more good news. The total annual 
building operating expense of the area 
occupied by the Union National is less 
than the bank’s total prior annual build- 
ing operating expense. In addition, it 
receives a much greater net rental in- 
come than it has received in the past. 
And, the bank has a 25-year contract for 
building maintenance. 

So, from many angles the new quar- 
ters represent an excellent business ven- 
ture; besides being a decided improve- 
ment in appearance, convenience, work 
efficiency, “elbow room,” ete. 

Well publicized. The bank’s plans for 
publicizing and celebrating the opening 
of its quarters also provide some note- 
worthy ideas. 

Advance advertising consisted of a 
“teaser” series, showing a workman 
progressively opening wider the lid of 
a large box, with the caption reading: 
“It’s Almost Time to Open Union Na- 
tional’s New Package of Service.” 

First to see the new quarters were 
the officers of all the other local banks. 
They were personally invited by letter, 
and some 200 Charlotte bankers at- 
tended the luncheon and advance tour. 

Next, all the city and county officials 
received a written invitation to attend 
a similar luncheon and sightseeing trip. 

Immediately preceding the formal 
open house schedule, a religious dedica- 
tion service was held on a Sunday after- 
noon in the new lobby, attended by 
members of the bank staff and their 
families. Ministers representing five dif- 
ferent denominations participated, and 
the sermon on the topic, ‘House of 
Service,’’ was reprinted for distribution 
to all customers of the Union National 
bank. 

As to the open house program, it be- 
gan with ladies’ day, was followed by 
out-of-town bankers’ day, and wound up 
with “everybody’s day,” with festivities 
in each case extending from 3 to 9 p.m. 

Unusual lighting. The visitors found 
much to excite their interest. For ex- 
ample, the advanced concept in lighting 
that gives the whole lobby a daylight 
appearance, with the entire ceiling 
being an expanse of plexiglass through 
which is filtered 70 foot candles of light 
produced by a battery of neon tubes. 
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“Total Resources, 1935-1954 


$71,1 .05 








The past twenty years have been years of 
achievement for Continental Bank. In 1935 our total 
resources were $13,392,911.06. By December 31, 
1954, our total resources had reached $71,146,083.05. 
This increase, we believe, shows real progress. 
With our knowledge of the Intermountain West, backed 
by more than 46 years of progressive banking 
experience, we at Continental Bank are well-equipped to 
help you whenever you have business in our area. 


The Continental Bank 


and Trust Company 
OF SALT LAKE CITY 


MAIN OFFICE: 200 South Main Street 
CENTRAL BRANCH: 1575 South Main Street 





Growing with the Intermountain West 
Member Federal Reserve System © Member Federal Deposit insurance Corporation 














BANCO CARACAS 





Compajiia Anénima 


Capital: 
Bs. 20.000.000.00 


Reserves: 


Bs. 8.062.933.47 


Organized 1890 


Caracas - Venezuela 


GENERAL BANKING 


COLLECTION SERVICE 


PLEASE LET US HANDLE YOUR 


BANKING 


IN VENEZUELA. 


SIXTY-FIVE YEARS OF 
UNINTERRUPTED ACTIVITY 
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PECO—McClintock Chime Clock 
GOOD WILL ADVERTISING AT ITS BEST 
PECO—Grade ‘'A'’ Vault Aiarm 
PROTECTING BANKS FOR 49 YEARS 
PECO—Automatic Vault Ventilator 
PROTECTS LIVES FROM LOCK-IN 
PECO—Nite-N-Day Depository 
A PROFITABLE COMMERCIAL SERVICE 
PECO—Envelope Depository 
2 OUR GOOD WILL SERVICE 
PECO—Pneumatic Auto Banker 
LIGHTNING CURB SERVICE 
PECO—Drive-in Fixtures 
SOLVE PARKING PROBLEMS 
PECO—Walk-Up Wickets 
IGHLY APPRECIATED PEDESTRIAN SERVICE 


(] PECO—Automatic Hydraulic Sewer Valve 
PROTECTS RECORDS AGAINST FLASH FLOODS 


_] Vault Doors 


[) Safe Deposit Boxes 


PROTECTION EQUIPMENT 
COMPANY, INC. 


2922 Emerson Avenue South 
Lake Street Branch P.O. Box 96 


GF — centessesssanrcsctsrnsasenesiiges 


Minneapolis 8, Minnesota 


Without obligation, please send me full in- 
formation on the items checked above. 


SITET |: soscrssictvenetecsiltlislinyintsnsabiniibancasnsscesthiisipatianabandaii 
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From old quarters (above) the 
Union National, Charlotte, N. C., 
now shares new building for its 
main office at small net outlay 




































Moral: good planning can reduce the cost of new quarters 


The furnishings are colorful and con- 
temporary in design, so quite a novelty 
in the ultra-modern surroundings is an 
elderly rolltop desk belonging to the 
bank’s honorary chairman of the board, 
H. M. Victor. One of the few pieces 
transferred from the old building, the 
treasured desk was dismantled and then 
reassembled in Mr. Victor’s new office, 
so he would feel more “at home.” 

Another highlight of the furnishings 
is a tapered table for the directors’ 
room. It is 23 feet long, and so gradu- 
ated in width that the directors can see 
the board chairman at one end of the 
table without looking over each other’s 
shoulders. At each director’s place there 
is a bronze plate countersunk in the 
table surface, giving the date he was 
elected and also bearing his actual sig- 
nature in writing. 

Brainy elevators. The elevators serving 
the building are said to be the first of 
their type to be installed; they incor- 
porate the latest automatic features in- 
cluding an “electric eye” device that 
prevents the door closing while people 
are getting in or out, and a “brain” 


that automatically computes all calls 
registered and dispatches the cars so 
as to provide the best possible service. 

On the exterior, the clean horizontal 
lines of white marble coupled with blue- 
tinted glass makes an unusually impres- 
sive facade. 

All in all, President Carl G. McCraw 
and other management officers of the 
Union National have many reasons to 
be proud of their new home, the man- 
ner in which it was acquired, and the 
way they have introduced it to the 
public. 
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Continenial’s Air Mail 
Transit Item Pick-ups 


A banking news story last month told 
of seven banks in Chicago inaugurating 
an airmail pick-up service of transit 
items. It might also have been noted that 
the Continental Illinois National Bank of 
Chicago pioneered this service in Chicago 
by separately setting up its own air- 
mail pick-up service at the city airport. 


Lobby of the Union National features a “ceiling of light” 
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Helping bankers help businessmen is a big part of our job. 


When another viewpoint would be helpful... 
C8 your teh the RUNG! 


Customers can—and do—come up with ques- 
tions of every kind. Happily you are equipped to 
resolve most of them in rapid order. But occasional- 
ly a special question arises where additional aid or 
another viewpoint would be helpful. 


That's the time to call your man at the Irving. 
That immediately brings you his broad experi- 


ence and the combined talents of experts in every 
field of commercial banking plus the facilities of a 


world-wide network of correspondents. 
+ - a 


Your man at the Irving is particularly anxious 
for you to realize that any question—no matter 
how complicated—will be welcomed. Just get in 
touch with him—he’ll be glad to talk with you. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $123,000,000 
WiuaM N. Enstrom, Chairman of the Board 


Total Assets over $1,400,000,000 
Ricuarp H. West, President 


Domestic Banking Division, Noran Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Farm Fertilization—Irrigation Program in Nebraska 


This bank president studies the needs of farmers and works closely | 


with a local implement firm to meet its farm loan demands 








Are banks, particularly those in the 
Midwest, keeping pace with the financial 
needs of farmers who can and should 
undertake fertilization and irrigation 
programs? James R. Kenner, president 
of the Thayer County Bank of Hebron, 
Nebraska, thinks that some of them are 
not. 

“The use of fertilizer programs and of 
irrigation systems has grown by leaps 
and bounds in all parts of the country,” 
said Mr. Kenner. ‘‘New and more effi- 
cient application machinery has been de- 
veloped at a price that permits farmers 
to own their own equipment. And yet, a 
lack of knowledge of the basic require- 
ments of a fertilization or irrigation pro- 
gram is all too prevalent, at least 
throughout the Midwest farming areas.” 

Mr. Kenner went on to say that some 
support for his belief came recently 
from a survey in Nebraska that revealed 
that few bankers are able to guide bor- 
rowers intelligently on an economical 
and efficient fertilization or irrigation 
program. The survey, he added, indi- 
cated that too many bankers are inclined 
merely to ask the cost of such programs, 
and then simply advance funds without 





Country banker J. R. Kenner 


Keeps up with farm technology 


knowing the real needs of the farmers. 
Operation based on teamwork. In his 

own sphere of operations, Mr. Kenner 

set about filling in the lack of knowledge 


some three years ago by helping a farm 
machinery company set up an irrigation 
implement department. He has worked 
closely with the company ever since to 
help progressive farmers get irrigation 
and fertilizer loans. From the beginning 
he emphasized to the men who operate 
the implement firm the importance of 
getting farmers to adjust their thinking 
about irrigation farming. 

Last year the Thayer County Bank 
made 12 irrigation loans that averaged 
approximately $8,500 each. As part of 
the real estate loan contract, Mr. Ken- 
ner included an agreement whereby the 
mortgagor promised to meet the fertiliz- 
er recommendations of farm specialists. 
He also insisted that the fertilizer be ap- 
plied seasonally in amounts that would 
grow good crops. On his part, Mr. Ken- 
ner agreed to finance the fertilization 
program at a reasonable interest rate. 


New irrigation development. In _ the 
past nine months, Mr. Kenner pointed 
out, the number of wells for irrigation 
purposes increased by over 1,000 in an 
area comprised of Thayer and two other 
adjoining counties. Financing this de- 
velopment required considerable capital. 





Our Mr. Sayer vacationed in Key West 
last year because it was one of the few 
parts of the country he hadn’t visited— 
on business! Staying in close touch with 
our correspondent banks keeps him on the 
move. If you’ve met him, you know he’s 
friendly and likeable... . 
his business from A to Z. If you haven’t, 
we suggest he’d be just the man to tell you 
about First National’s Correspondent 


Banking services. 


st 
THE FIRST NATIONAL BANK 
OF PHILADELPHIA 


PHILADELPHIA 1, PA. 


WiiiaM B. Watker, President 


Member Federal Deposit Insurance Corporation 


that he knows 
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It also required more than a passing 
knowledge of irrigation on the part of 
bankers in the area. Fortunately, Mr. 
Kenner said, one of the country’s leading 
insurance firms recognized the value of 
this new development in Nebraska and 
raised its loan limits to take care of the 
additional expense. 

The area under development is excep- 
tionally well suited to deep well irriga- 
tion, Mr. Kenner continued, with under- 
ground facilities that assure a practical- 
ly unlimited supply of water. Hence, 
with plenty of water always available, 
the risk of loss from a drouth is virtually 
eliminated. The only limiting factors, 
said Mr. Kenner, are the fertility of the 
land and the farmer’s ability to manage 
his irrigation program propetly. Most of 
the newly irrigated lands in Nebraska 
differ from those farther west. For one 
thing, Mr. Kenner said, Nebraska’s soil 
fertility is somewhat depleted and the 
problem, therefore, is to get the land in 
such condition that it can produce a 
maximum crop. 

A civic responsibility. According to the 
Kenner credo, it is the farm banker’s re- 
sponsibility to help his farm customer fi- 
nance such capital improvements as ir- 
rigation, terracing and soil renovation. 
Not only that, he added, but if a loan 
should run longer than the bank’s limit, 
then the banker should use his good of- 
fice to help the customer finance the im- 
provement through some other source. 

A good soil test, said Mr. Kenner, 
should be the basis for extending fertil- 
izer credit. This test guides the farmer 
in making a decision as to the kind of 
fertilizer he needs on his fields and pas- 
tures. Mr. Kenner pointed out that too 
often money is spent on fertilizer that 
is either the wrong kind or was not 
needed in the first place. 

“Fertilizer, when properly and ade- 
quately applied,” Mr. Kenner continued, 
“can boost yields and make money for 
the farmer. Not only has fertilizer be- 
come a major cost factor in farm opera- 
tions; it has, in fact, become an outright 
necessity if the farm operator is going 
to maintain financial stability.” 

Irrigation is hard work. In making irri- 
gation loans, a factor weighed carefully 
by Mr. Kenner is the character of the 
farmer-applicant. ‘A man who is a poor 
or indifferent dry-land farmer,” he as- 
serted, “will not be a good bet for irri- 
gation farming. To be successful at irri- 
gation farming, the man must be a hard 
worker. For if he is not, he will be un- 
able to cope with the exhausting labor 
involved in irrigating crops. Then, too, 
the man must be progressive and willing 
to follow recommendations.” 

“Distinguished farm banker.” Mr. 
Kenner, as a land owner himself, was 
one of the first in his area to experi- 
ment with irrigation. He was named 
as a “distinguished farm banker” last 
year for his work in the state. 

He keeps abreast of the rapidly chang- 
ing developments in farm technology by 
maintaining close personal contacts with 
the local county agent, Alvah Hecht, with 
teachers of vocational agriculture, and 
with soil conservation experts; by read- 
ing farm publications; and by occa- 
sionally visiting colleges. 
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Signature card filing application 
proves highly successful in elim- 
inating lost time and motion ... 
giving customers faster service 
+++ promoting good will. 


Four years ago, The Omaha Na- 
tional Bank of Omaha, Nebraska, 
replaced its signature card filing 
equipment with a battery of four 
modern Revo-Files. 


This installation houses over 20,000 
signature cards which must be re- 
ferred to constantly by busy tellers, 
bank officers, accounting department 
clerks, bank-by-mail department 
clerks and other employees. Accord- 
ing to Mr. L. C. McVea, Vice-Presi- 
dent, it has resulted in ‘“‘substantial 
savings” in time for all these people 
and actually paid for itself within the 
first two years. In addition, it has 
helped promote good will among the 
bank’s customers by speeding up 
service at the tellers’ windows. 


“We feel that these Revo-Files have 
been the best investment in the way 
of equipment that we have made in 
recent years,” says Mr. McVea. “Our 
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WORLD'S FINEST ROTARY CARD FILE 


Another fine product of 


* Mosler Safe ~~” 





Omaha National Bank Saves Time 
and Money with Modern Revo-Files 





Mr. L. C. McVea, Vice-President of the Omaha National Bank, inspects battery of four modern Revo-Files. 


signature cards can be looked up so 
quickly that we never have a traffic 
jam at the files, and we have never 
had any service trouble whatsoever.” 


* * * 


If your bank has 3,000 or more signa- 
ture cards, credit cards, mortgage 
records or other records which must 
be referred to constantly, why not 
check over the many Revo-File ad- 
vantages listed in the box below? 
Send for our special folder, too. See 
why Revo-File is the world’s finest 
rotary card file . . . how it can help 
save money and time for your bank. 


WHY REVO-FILE IS THE 
WORLD’S FINEST ROTARY FILE: 


e Uses your present records. No costly 
changeover. 

¢ Takes less floor space. 

e Cards not attached to wheel... all are 
removable. 

e Increases production. Reduces Overhead. 

e Cannot lose or damage records. 

e Reduces clerical fatigue. Improves morale. 

¢ Mobile. Can be moved where needed. 

e Manual and automatic electric selection 
models operate at convenient desk height, 
Hi-Boy model at easy standing height. 
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Department BCH-4, Revo-File Division 
The Mosler Safe Company 
320 Fifth Avenue, New York 1, N.Y. 


Please send me your free illustrated folder giving full 
details on Revo-File, world’s finest rotary card file. 


NAME 





POSITION 





BANK 





ADDRESS. 
CITY 





STATE. 





Exterior Views of New and Modernized Bank Quarters 


Showing noteworthy design features of bank facades from all parts of the country 


Fort Worth, Tex. The building housing the newly opened River Oaks State 


Bank was formerly a restaurant. A new concept in bank styling was 
achieved in the all-glass, draperied front and sides 





Vancouver, Wash. The ultra-modern new 

Hazel Dells office of the First Independent 

Bank features a large neon “bank” sign. The 

Shelburne Falls, Mass. The new quarters of The Shelburne Falls office’s exterior is of expanded lightweight 

National Bank is of contemporary design. Its flat roof, alternating narrow shale blocks and clay bricks, with dome lights 
and wide windows and stone trim give it an attractive exterior in the canopy 


La Paz, Ind. The modern new building of the Farmers State Syracuse, N. Y. An unusual marquee supported by 
Bank of La Paz is built of Indiana Limestone. The tri-panel staggered brick columns is featured at the new Industrial 
picture window is of tinted glass and framed in marble. Park office of the Lincoln National Bank & Trust Co. 

Drive-in facilities are on one side of the bank Exterior construction is of terra cotta brick and glass 





Elizabeth, N. J. Two cubes, the larger to house the main Camden, Ind. Practically all new, the modernized build- 
banking room and the smaller, the vault, officers’ and serv- ing of The Camden State Bank was constructed of Bedford 
ice rooms, form the new quarters of the Harmonia Savings stone, polished glass and a metal front entrance. The 
Bank. Note the unique entrance way faced in limestone entrance is recessed, with a full length canopy above 
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Let’s talk sense about 
CIF* record handling costs ! 


only DIEBOLD 


Super Elevator Files 
save 50% in time and space 


THE | 


Whether maintaining or initiating a CIF, you can’t 
afford to overlook the operating economies of 

Diebold motorized Super Elevator Files. In addition 
to providing instant reference facilities, they 

cut time and space costs to the minimum. 

These new files handle up to 145,000 5” x 3” records 
in only 17 square feet of floor space. More important, 
they save time by eliminating wasted motions. 
Operators remain seated. At the touch of a button, 
records are brought to their fingertips within 3 seconds. 
Financial and commercial users report savings 

up to 50% in time and space... improved record 
controls ... relief from operator fatigue. Let us 
prove Super Elevator Files will give you the best 
and most economical CIF operation. Call your 
Diebold representative, or use the coupon today. 
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*CENTRAL INFORMATION FILE 


Watch It Go... At The Touch Of A Button! 
1 Second 2 Seconds 3 Seconds 
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sess Diebold’ 


histories. ‘ncorPQORATEDO 
902 Mulberry Rd., S.E., 
CANTON 2, OHIO 
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1 Diebold, Inc. ! 
i 902 Mulberry Rd., $.E. | 
{ Canton 2, Ohio i 
I Please send full information about your Super Elevator | 
| File for CIF. 1 
: 1 
; Bank | 
| _ Individual Title 
Street 
City Zone State | 
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Night or Day 


we make the most of every minute 
you save by air mail! 


Your cash and collection letters never 
loiter when sent to the Continental 
Illinois Bank. When you use our A.M.F. 
(air mail field) labels or envelopes, your 
mail is brought direct from the airport 
to the bank by our messengers for im- 
mediate processing. Your items are 
handled without a minute’s delay. 


Our NIGHT operation may enable you 






mes 99;ILLINOIS 


to clear checks a full day earlier and will 
insure the prompt presentation of col- 
lections. Our correspondent banks and 
corporation customers in all parts of the 
country use this service actively and to 
great advantage. 

We will gladly send you, without 
charge, a supply of labels or envelopes 
so that you may try it. 
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Banker Monrad (far left), industrial development leader, enjoys ground-breaking ceremony 


ACTION NOW FOR TOMORROW’S GROWTH 





VETALIZING BANK ‘TRADE: AREA 


By making better use of local resources to attract 
industry. these banks help insure their own future 


banks throughout the country 

take the lead in injecting new 
business and industrial life into their 
communities continue to multiply. The 
instances are not only many but 
varied, and the activities cited here 
are typical but they are by no means 
all-inclusive. 


Py tans of the ways in which 





COVER PICTURE 


At Northwestern National Bank’s 
new Area and Industrial Develop- 
ment headquarters, Minneapolis, 
questions on local facilities are being 
answered by Assistant Cashier R. J. 
Sapp (left), and Vice-President H. T. 
Rutledge (center) 
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By 
GLEN CHRISTMAN 
Editorial Staff 
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What’s behind the trend toward 
such programs? There is a natural 
desire of the bank to see the com- 
munity prosper and, beyond that, the 
harder fact that, to a large extent, the 
institution can only move forward as 
its community develops. 

As one bank president said, dis- 
cussing his institution’s program that 
had been started some years earlier by 
a former president, “He saw at that 
time something which many thinking 





bankers have realized since—that a 
bank can only be as healthy as its 
customers, and that a bank can’t grow 
unless business and industry in its 
trade area flourish, too.” 

The potential role of a bank as a 
revitalizing influence for its city is 
well exemplified by the Union National 
Bank of Lowell, Massachusetts, and 
its president, Homer W. Bourgeois. 
For the past several years they have 
been a prime force in the conversion 
of this one-time textile citadel into a 
city of diversified industries. 

The Union National, Mr. Bourgeois, 
and a development corporation he was 
instrumental in forming, have brought 
dozens of companies to Lowell. They 
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T. Watson (left), executive vice-president, First National Bank, Grand- 


H. Bourgeois (right), president, Union National Bank, gets Ss. | 
view, Texas, sparked the development group in his small town 


gift at one of new firms he helped to bring to Lowell, Mass, disc 
Dad 





In an expanding role, banks are “trend spotters” and “life-givers” for their cities. These} office 


include CBS-Hytron, Inc., manufac- 
turer of resistors and other electronic 
devices, which moved into and pur- 
chased the first factory built by the 
development corporation, and which 
provided 500 new jobs for Lowell. 

Among many others are: The Cam- 
bridge Corporation, an electronics and 
research corporation, 300 jobs. The 
Wakefield Industries, in one of the old 
textile properties, 300 more _ jobs. 
Symphonic Radio and Phonograph 
Company, 200 jobs. Commodore Foods 
Company, 100 jobs. The Microwaves 
Associates of Boston is moving in 
shortly, into a new building, promising 
to employ at least 400 more. 

Mr. Bourgeois’ development work 


began four years ago when he decided 
to do something about replacing mills 
in Lowell that were closing or going 
to Dixie. He realized that leadership 
was needed not only by local govern- 
ment officials, but also by the business- 
men in the city of 100,000 population. 
He had seen too many mills go, with- 
out replacements. 

He called several meetings of prom- 
inent downtown businessmen and led 
the discussions on Lowell’s future. 
And he came up with the Lowell In- 
dustrial and Development Corporation, 
which has since projected Lowell into 
the forefront of the new  indus- 
trial renaissance which is speading 
throughout New England. 


A wealth of community development study aids is available 


On current information sources ... 
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It was “Operation Bootstrap,” with 
the people of a city lifting themselves 
by their own bootstraps, instead of 
waiting for miracles. Mr. Bourgeois, 
as chairman of the Industrial and De- 
velopment Commission, hired an ex- 
perienced lawyer and business con- 
sultant to help bring new industries 
and old ones. 

Furthermore, Mr. Bourgeois got his 
bank directors to put up the initial 
$5,000 to guarantee the construction 
of a new plant. Dozens of businessmen 
thereafter put up $5,000 apiece, and 
set up a sizable fund to finance the 
construction of new plants, which are 
being sold to new firms or old ones 
moving in. The venture has been 
highly profitable for charity, for the 
proceeds go towards the upkeep of 
Lowell’s three big hospitals. 

Mr. Bourgeois is a member of the 
Lowell Technological Institute’s re- 
search foundation, and at regular 
meetings he learns of the progress 
being made in textiles, leather, shoes, 
plastics, electronics and other growing 
industries. It helps give him the all- 
around picture of industry and busi- 
ness which is so vital to the modern- 
day banker in a predominantly in- 
dustrial city. 

Industrialists thinking of locating 
in Lowell are guests of Mr. Bourgeois 
who gives them a heart-to-heart talk 
on the city while they are lunching at 
one of the city’s clubs. He puts the 
cards on the table, points out to them 
that Lowell needs their industries and 
is willing to go more than half way to 
get them. He shows them how new in- 
dustries are appreciated, and points 
out to them how many facilities are 
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S. Kline (right), president, Berks County Trust Company, W. Hagberg, vice-president, The Merchants Bank, works closely with 
discusses further development plans for Reading, Pa. area the large and important Indian population of Gallup, N.M. 


officers and their banks reflect only a few of the recent, result-getting development programs 


available to them. Mr. Bourgeois 
stresses further that this welcome is 
not for the first month of production, 
but the year through. He introduces 
them to the city fathers and to various 
businessmen, to let them know the 
high caliber of civic and business lead- 
ership there is in Lowell. 

Over in the northwestern part of 
the country, new industries planning 
to locate in that section are getting a 
helping hand through the facilities of 
a new Area and Industrial Develop- 
ment headquarters opened recently by 
the Northwestern National Bank of 
Minneapolis, Minnesota. This activity 
is under the direction of Vice-Presi- 
dent Henry T. Rutledge and serves as 


a clearing house to supply information 
of major importance on industrial 
locations to new business prospects. 
Assisting Mr. Rutledge are Philip B. 
Harris, vice-president, and Robert J. 
Sapp, assistant cashier. 

Mr. Rutledge reports that in the 
short time the headquarters has been 
in operation, it has assisted many 
business firms interested in expansion 
in the area. Through the service, the 
businessmen are offered temporary 
office facilities and secretarial help. 
Meetings are arranged for them with 
specialists who can assist with any 
special problems that may arise. The 
department also maintains constant 
contact with realtors, railroads, cham- 


bers of commerce, utilities, and others 
interested in the area’s development. 

Commenting on the new service, J. 
F. Ringland, the bank’s president, 
says: “We consider the new Area and 
Industrial Development headquarters 
a ‘point-of-purchase’ display for the 
northwest. Just as local retailers tie- 
in with national advertising cam- 
paigns for maximum sales, we feel we 
can best ‘sell’ the business opportuni- 
ties of the northwest by funneling 
inquiries received from our national 
advertising campaign through a single 
headquarters.” 

In addition to its national magazine 
advertising, the Northwestern Na- 

See BANK TRADE AREAS—Page 80 


Examples of bank publications that have focused wide attention on community development projects 


Northwestern National, Minneapolis, Minn. 











The Merchants Bank of Gallup, N.M. 


First National Bank, Oklahoma City 
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New plan, involving bank financing, enables 
distributors to carry fall inventories 


without tying up working capital 


SECURED DISTRIBUTION: 


Field Warehousing 


By LOUIS A. BENOIST 


President, Lawrence Warehouse Company, 
San Francisco 11, California 


ANY bank loan officers are faced 
this year with a growing vol- 
ume of applications for loans 

to be made on shipments of home 
appliances, such as air conditioners, 
electric ranges, refrigerators, tele- 
vision sets, and the like. This condi- 
tion has arisen because 1955 has be- 
come a year for inventory build-up. 

The beginning of 1954 found many 
firms with excess stocks on hand, and 
was followed by an orderly liquida- 
tion of inventory. By the end of the 
year this trend ran head on into a 
consumer buying surge, which caught 
many wholesalers and retailers short 
of merchandise. This has set the stage 
for the inventory accumulation which 
is now under way. 

One major difficulty in bringing this 
flow of merchandise to the markets, 
especially in the fast-growing com- 
munities on the fringe areas of metro- 
politan centers, has been the inability 
of many distributors and retailers to 
carry and finance complete lines of 
manufacturers’ products, due to lack 
of increased working capital required 
to meet the business conditions of 
today. 

Most bankers are familiar with the 
long-established use of field ware- 
housing, which makes it possible for 
them to lend with security on mer- 
chandise or other commodities stored 
on the borrower’s own premises, with 
the warehouse receipts securing the 
loan. Some of these bank officers may 
not be acquainted with a refinement of 
that procedure which we call “Secured 
Distribution,” and how it can be 
applied to meet what look like difficult 
commodity loan situations. But before 
discussing the workings of this new 
credit tool, perhaps I should first give 
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a brief explanation of the place of the 
Lawrence organization in the national 
warehousing industry. 

The annual volume of bank loans 
in the field warehouse business now 
runs to more than $500,000,000. The 
Lawrence Warehouse Company, which 
is the largest organization in that 
field, has its head office in San Fran- 
cisco, and maintains offices in prin- 
cipal cities across the country. It is 
now operating more than 2,500 field 
warehouses in the 48 states, Alaska, 
Canada, and Puerto Rico, besides 
an affiliated company, Almacenadora 
Mexicana Lawrence SA, which han- 
dles its storage business in Mexico. 
The inventories stored in these ware- 
houses in which some form of “Se- 
cured Distribution” procedure is 
applied are estimated to total approxi- 
mately 25 per cent of our annual 
volume, and constantly growing. 

Marketing conditions frequently 
arise where it does not seem advisable 
for the bank loan officers to authorize 
a commodity loan, using warehouse 
receipts for security under normal 
field warehousing procedure. The 
goods may be highly seasonable, or it 
may be difficult to find new buyers in 
case of repossession, and the bank 
does not want to become stuck with a 
lot of distress merchandise. Or, the 
manufacturer may plan to ship a 
complete line of his appliances to the 
distributor who lacks working capital, 
and some kind of secured loan must be 
worked out at the local level. 

In order to help solve these difficult 
marketing situations, the Lawrence 
organization has developed an innova- 
tion which we call our “Secured Dis- 
tribution” plan and has applied for a 
service mark registration of the term. 











Innovation 


MR. BENOIST 


He cites some examples 


It offers a method whereby the manu- 
facturer can ship a full and complete 
inventory of his line to a field ware- 
house located on the premises of his 
distributor, with warehouse receipts 
issued in the name of the manufac- 
turer. This restriction permits ship- 
ments to remain under the control of 
the manufacturer while the merchan- 
dise is in the field warehouse, just 
as though still stored at his plant. 

In setting up the operating pro- 
cedure, the warehouse company takes 
a month to month tenancy lease on 
that section of the distributor’s prem- 
ises to be used for storage purposes. 
The warehouse company usually hires 
as its bonde@ warehouse manager that 
employee of the distributor who nor- 
mally has the responsibility for goods 
held in reserve. This warehouse man- 
ager has authority to receive mer- 
chandise into the field warehouse, to 
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Inventory of home appliances field warehoused under Secured Distribution program 





Outlines operating procedures 


April, 1955 








issue warehouse receipts and make 
releases against the stored articles, all 
in accordance with carefully written 
instructions provided him by the 
warehouse company. All this is done 
under the Uniform Warehouse Re- 
ceipts Act, which charges the ware- 
house company with certain definite 
responsibilities. 

After the manufacturer has placed 
the controlled inventory in this field 
warehouse, an operation has been set 
up whereby the distributor can be 
authorized to obtain limited releases, 
sell such merchandise and thus create 
accounts receivable on which loans 
can be made available by the local 
bank. The bank is in a position to 
make its own analysis of the worth 
of each account receivable, and base 
its loan on its findings. The collection 
of accounts receivable being a local 
matter, it presents no problem for the 
bank. This line of approach permits 
the bank to come into the picture and 
provide the local business man with 
additional working capital, and enables 
the manufacturer to work with a fi- 
nanced outlet for the sale of his prod- 
ucts. 

Four recent examples taken from 
our head office files of case histories 
will show how the “Secured Distribu- 
tion” plan can be readily adapted to 
fit the circumstances and enable bank 
financing for various types of difficult 
marketing situations. 

The first is the national manufac- 
turer of industrial equipment who 


decided to diversify his line and be- 
gan manufacturing a line of home 
appliances. In many instances the 
firms which had been handling dis- 
tribution of the industrial equipment 
did not have the set-up to take on the 
new line of home appliances. In look- 
ing for suitable distributors to market 
the new line, the manufacturer found 
that practically all the long-estab- 
lished well-financed wholesalers were 
already carrying competitive appli- 
ances. This made it necessary for the 
manufacturer to work with younger 
firms of selling representatives who 
had not yet made a name for them- 
selves in the home appliance field. 

Some of these new distributors were 
short of working capital and had 
limited bank credit. To insure that 
each distributor carried the complete 
line, the manufacturer arranged to 
place an inventory in a warehouse on 
the premises of the outlet, under the 
“Secured Distribution” plan. He then 
arranged for local bank financing, 
based on a 100 per cent repurchase 
agreement. This meant that the manu- 
facturer agreed to take back any home 
appliance units which the bank had to 
take over to satisfy the loan, repaying 
the bank the full amount of the bal- 
ance of the loan, plus interest, at the 
time of the takeover. 

This program has made it possible 
for the manufacturer to place his line 
in strategic market areas, also en- 
abled some young and aggressive 

See SECURED DISTRIBUTION—Page 84 
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An active program of farm betterment 
that is paying dividends. 





PRACTICAL RURAL PROJECTS 
for Country Banks 


By JOHN L. STAUBER 


Executive Vice President, The Citizens National Bank of Marshfield, 
Marshfield, Wisconsin, 


HEN I came to work in this 
bank a good many years ago, 
our community was primarily 
dependent on dairy farming. It has 
been, ever since. But during this 
interval a significant change occurred. 

Farms in this area used to raise 
enough forage to feed their dairy cat- 
tle, and had a goodly surplus that they 
sold to less fortunate districts. One 
of my first jobs was to handle the hay 
drafts in the bank, and there were 
plenty of them to handle during the 
hay-shipping season. 

Quite a while ago it became common 
knowledge that something had hap- 
pe.ed to our hay production. Clover, 
which had been the forage mainstay, 
began to show crop failures from time 
to time—more often, as time elapsed. 
Gradually clover disappeared and its 
place was taken by low-yielding hay 
and pasture fields of timothy, blue- 
grass, or quack. 


To counteract depleted soil, the Citizens National has pushed alfalfa crops through low-interest loans. 


Farmers began coming to the bank 
to borrow to buy mill feeds to replace 
the proteins in the clover hay. After 
while, they began borrowing to buy 
hay. It got so that a large share of 
our dairymen were working all sum- 
mer to pay off the hay loans they had 
borrowed in the fall, and if they were 
lucky they got out of debt just in time 
to make another loan for the coming 
winter. 

As we look back upon that experi- 
ence, we can only wonder why it took 
us so long to do something about it. 
The reason, of course, is that the 
situation developed slowly over a long 
term of years. If it had been a sudden 
emergency, we doubtless would have 
reacted more quickly. 

Eventually I hunted up the head 


man on soils at our state university 
and talked over the problem. He 
assured me it would be entirely pos- 
sible, and financially profitable, to 
restore the productivity of the pastures 
and hayfields of our district. On ex- 
amination, soil testing, and other 
scientific survey of the situation, the 
university experts recommended that 
alfalfa could and should become the 
forage crop best fitted to our agri- 
culture. 

The problem was by no means con- 
fined to our neighbors. All through 
central and northern Wisconsin much 
the same condition of depleted soil fer- 
tility prevailed. The regional state 
experiment station farm for the entire 
area happens to be near our town. 
So in 1949 we invited bankers from 
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On How to Renovate @ Dise Thoroughly! 
Start the job of disting NOW! Arrange for « good therp ond 
Your Pasture apg oe ely tpt epee 


© Overgraze The Area To Be Renovated 


Do this now! Use young stock or dry cattle to remove ony accumulative dry 
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Mr. Stauber talks “alfaifa” 


1,000 farmers hear talks by recognized authorities on agricultural topics 








Then the evening is topped off with a free lunch 


An annual Rural Round Table has become a part of the bank’s farm service program 


the whole region to a meeting at the 
experiment farm. There they saw for 
themselves that alfalfa can be grown 
successfully when the soil has been 
tested, limed, fertilized, and otherwise 
restored to good shape. Additionally, 
they learned the advantages of alfalfa 
as forage for cattle. 

It was probably on that day that I 


first was nicknamed “Alfalfa John.” 
I have answered to this name ever 
since, at first a little sheepishly but 
now proudly. It has long since lost 
any flavor of reflecting on the sound 
judgment of a banker who advocates 
alfalfa to his farm neighbors. 

We decided in our bank, with the 
concurrence of our directors, to set 


aside $50,000 for loans to farmers to 
establish alfalfa fields. It would cost 
about $50 an acre to do the job on the 
most rundown soils in the community, 
and as a starter we limited the loans 
to $500 each. Ten acres would start a 
farmer in the right direction and let 
him substantially reduce his outlay for 
See RURAL PROJECTS—Page 87 


. - - Among other projects the bank has promoted woodlot forestation, given scholarships to farm youth 
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Here Is Step 4 


On How to Renovate 


Your Pasture 
@ Finish The Job Next Spring 


If @ good job is done in the foll, one or two additional discings in the spring 
will prepore o seed bed for renovation. However, if much of the 
old sod is still alive in the spring, DON'T seed until odditional workings have 
the sod. It is more important to have a cleon seedbed than to sow seed 
old sod is still active! 
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Here Is The Last Step 
On How to Renovate 








As branch systems grow. a reliable method 
of ascertaining results becomes 


increasingly vital 


Meeting the Need for 
MEASURING BRANCH PROFITS 


By 
ARTHUR J. LINN 


Vice-President, The National Bank of 
Washington, Washington, D.C. 


ROUND mid-1954 national bank 
examiners began asking the 
banks they were examining for 

data concerning the gross, expenses 
and net profits of branch banks, in 
cases where the banks being examined 
were operating branches. The form of 
report, which the bank management 
was asked to complete in triplicate for 
each branch, is shown at the right. 

Apparently the Office of the Comp- 
troller of the Currency is receiving an 
increasing number of applications to 
establish branches and it is evident 
that the Comptroller is attempting to 
establish something like a “break-even 
point” for branches, considering loca- 
tion, volume of potential business and 
all the other numerous factors that 
affect the net return from a branch 
bank. 

In view of the timeliness of this 
subject for the national banks con- 
cerned and as a matter of interest to 
the management of non-national banks 
with branches, it may be appropriate 
to discuss here a method of branch 
bank cost accounting that has been 
used by at least two banks in Wash- 
ington, D.C., one bank in Baltimore 
and in one of the large British bank 
systems for a number of years. 

If the reader will excuse the use of 
the first person personal pronoun, 
rather than the editorial “we,” it will 
make it easier for me to start by say- 
ing that I have been close to this prob- 
lem of computing branch bank operat- 
ing results ever since 1930, when I 
had my first experience with branch 
banking. After any number of false 
starts and detours, I arrived at what 
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BRANCH DATA ASKED BY COMPTROLLER OF THE CURRENCY 





Nome of Bank 
BRANCH 


City State 





Street Address 


EARNINGS 


Earned on Head Office Balances (Rate 


EXPENSES 


Supply the following at examination date: 
Loans & Discounts—Lodged at Head Office 





City or Town 


If established within last five years, give date branch was opened for business 
Was the branch established in connection with a takeover of a bank or branch? 


Other Income—List Large ltems.............. 


ee 


«ee 
eee 


Rent or Depreciation on Branch Quarters...... 
Head Office Supervision. .............2000. 
Other Expenses—List Large Items............ 


ee 


Net Pi ofit or Loss Before Income Tax... 


Popular Name 








Yes or No 





















































Demand Deposits —Lodged at Head Office 





Savings and Other 
Time Deposits —Lodged at Head Office 





Comments: 





Earnings and Expenses figures 
for year ended 195. 





Date of this report 195 











Signature of Officer 

















Emphasizes current importance of branch cost accounting 


might be called a “statistical method.” 
In 1931 I had the opportunity of hav- 
ing my work reviewed by the statis- 
tical department of the largest public 
utility in the country and the report 
came back that the method was statis- 
tically sound and it was approved as a 
method that would provide a reliable 
measuring stick applicable to branch 
bank operating results. 

At the very outset, I want to record 
my conviction that cost accounting, as 


with all other accounting, yes, even 
your balance sheet, is a matter of 
opinion, or scientific estimate. In this 
problem of determining branch bank 
operating results, three qualified ex- 
perts, working in the same bank, 
would come up with three different 
answers. The best of such studies can 
be nothing more than a scientific esti- 
mate. But granting that there is a 
margin of error. in any given computa- 
tion, it has always been my contention 
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| BRANCH No. 2.........06 

ERA Ma. 8... icine. 9 
| BRANCH No. 4........... 45 
| BRANCH No. 5........... 10.2 
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In this hypothetical example, deposit and loan factors are weighted to obtain ratios for each branch 


The first step in the cost program is to assure a fair distribution base for certain accounts 





























METHOD OF SPREADING OFFICERS’ SALARIES 
For the purpose of this illustration, the main office banking department direct officers’ monthly 
payroll ($11,800) is relieved to the extent of 25 per cent or $2,950. This amount is distributed to 
branches on the basis of the following computation: 
Size 100 Per Cent Percentages Applied 
BRANCH No. Ratio Basis To $2,950 
© ove weewebsategn és Kikhiesibwcasea. eee 14.3 $ 422 
Sige ee ota pe venlaaaa ccapeiceasacawe eae 16.8 496 
3 vaueese éskeeeussedaunyeas 9.20 24.9 734 
OS: « peat cies be ceeee eens esses BOS 9.9 294 
oo. A eeeehensd tas weeewee 5 st aon ks Rae 34.1 1,004 
‘ po fk er eerrrn g jien see - 36.95 100.0 Per Cent $ 2,950 
Payroll Adjustment 
Direct 
Officers’ Dr. cr. ~ — 
Payroll 
M. ©. Banking Department................55: $11,800 $2,950 $ 8,850 
Trust Department. .....cccsccccsscscscccses . 1,786 1,786 
Branch No. 1... ceccccccccccccces suber big 4 700 $ 422 1,122 
Branch No. 2....... cutis ebaus ode Saedaces 1,010 496 1,506 
Brameh MG. Bice cc cect ecctvertsecvsiesecues 1,470 734 2,204 
Bremets NO. Bic ccc cbc cctcccccstnescesess 450 294 744 
pete HOLS eg ncc cece cree vcesscies bee gente 1,650 1,004 2,654 
TRUE ocd ve duns tntratastiiore- $18,866 $2,950 $2,950 $18,866 














A second adjustment, equalizing administrative costs 


that the end results, consistently used 
and compared, one month with an- 
other, will reflect trends in the opera- 
tion of any given banking unit which 
will be of tremendous value to both 
branch and central management, if— 
and this is a big IF—if the method 
used is consistent. 

In other words, it is better to be 
consistently wrong by a 10 per cent 
margin than it is to switch from one 
method of cost finding to another; or 


April, 1955 






to have nothing in the way of cost 
results, which is still the case of many 
branch systems. 

Let’s consider for a moment the 
philosophies, or the two schools of 
thought on branches, one of which 
must predominate in the thinking that 
leads to the establishment of branch 
banks. 

The considerations that lead to the 
establishment of branch locations are 
as varied as they are numerous. It 





seems reasonable to make the state- 
ment that the value of any branch, 
in operation or in prospective opera- 
tion, consists in the main in its ability, 
through its management, to attract 
and retain deposits, to place good loans 
and finally to contribute a commen- 
surate net profit from its operations 
to the profits of the institution as a 
whole. It is conceivable that in a 
branch situation, Branch “A” might 
only collect deposits and have no outlet 
whatever for loans. On the other hand, 
Branch “B” might be an outlet for 
loans only, its deposits might be nil. 
Both may be profitable branches; the 
one buying money and the other sell- 
ing money. One complements the other. 
The problem is—how can we weigh the 
deposit and loan factors so that both 
“A” and “B” get credit for a reason- 
able return, so that the management of 
“A” will be encouraged to attract more 
deposits and that the management of 
“B” will get out and rustle for more 
loans. This will be developed in this 
article but at this point we are faced 
with a question of branch bank 
philosophy. 

The attitude of central management 
toward branches must necessarily be 
reflected in branch bank cost account- 
ing results. It seems proper to amplify 
on this aspect at this point. 

As stated earlier, there seems to be 
two distinct schools of thought regard- 
ing the administration of a system of 
branches. One group looks on _ its 
branches merely as so many paying 
and receiving stations, in which case 
the branch management has little re- 
sponsibility other than accounting for 
cash, making loans within established 
limits and preparing various and sun- 
dry reports to the head office. Opera- 
tions are centralized or concentrated 
in the main office to the fullest possible 
extent and there is not a great deal of 
opportunity for the display of origi- 
nality or initiative on the part of 
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branch managers. The branch man- 
ager is fairly well fenced in. 

On the other hand, we find organiza- 
tions where the branches are complete 
community banks—where operations 
are largely decentralized. In these 
banks, branch managers likewise have 
authority to make loans within certain 
limits. They are encouraged in the 
exercise of their individual judgments. 
Their bookkeeping and record set-ups 
are complete. In short the branch man- 
agers are trained bankers and in their 
communities they are looked upon as 
bankers and their branches are recog- 
nized as banks. This point of view is 
sound thinking. It not only provides an 
excellent school for management train- 
ing but as a long term formula for 
building branch bank business it is 
far superior to any business develop- 
ment or advertising program that has 
ever come to the attention of this 
writer. 

In industrial cost accounting, de- 
partmentalization narrows to “produc- 
tion centers.” This seems to be an 
appropriate term to apply to branch 
banks. The same term is applicable to 
various main office departments also, 
for unless branches and productive de- 
partments are literally “production 
centers” they will surely become drains 
on profits derived from other sources. 


So for the purpose of this article, let’s 
consider our hypothetical organization 
as being made up of the main office 
banking department, the trust depart- 
ment and our branches, as a group of 
“production centers” and allocate our 
earnings and expenses to the members 
of this group, disregarding, for the 
time being, all that has been pre- 
viously said or written on the moot 
points of item costs, unit costs, de- 
partment costs, and the like. 

To be at all reliable, branch and 
department operating results must tie 
in with the gross and net profit figures 
shown by the general books of the 
bank. It follows, therefore, that unless 
the general system of accounts is ade- 
quate, any attempt at cost finding, 
whether the subject is the item, the 
unit, the department, or the branch, is 
likely to be waste effort and unproduc- 
tive of trustworthy results. The gen- 
eral accounting system must be based 
on a well defined classification of asset, 
liability, income and expense accounts. 
The detail accounts must be “clean,” 
that is, no account should contain more 
than one of the elements of asset, 
liability, income or expense. The classi- 
fication of control and subsidiary ac- 
counts should be such that the account 
titles speak for themselves. 

A competent system of general 


accounts provides the basis for 
monthly statements of income and ex- 
pense—an essential to sound manage- 
ment, regardless of the size of the 
bank. For the institution of a size 
sufficient to have branches, a system 
of accrual accounting is likewise es- 
sential in arriving at true operating 
results for stated periods. Assuming 
the existence of a satisfactory monthly 
profit and loss statement, or income 
account, let’s consider a method of 
breaking down and distributing to de- 
partments and branches the various 
elements that enter into and comprise 
these periodic statements. 

Certain items of income and expense 
are directly attributable to their re- 
lated departments or branches. These 
offer no problem. The trouble starts 
when we begin to deal with the more 
important items, such as income from 
loans and investments, particularly the 
latter. It is a large source of revenue 
for all banks. One method of treating 
this item in the calculation of branch 
profits is hy allowing or apportioning 
to branches the amount of interest 
earned on the branch’s own loans ad- 
justed plus or minus by an amount of 
interest calculated at an assumed aver- 
age interest rate on branch balances 
due to or from the main office. In 

See BRANCH COSTS—Page 91 


Mr. Linn explains, item by item, how accounts are spread to ascertain branch results 







































































DISTRIBUTION OF EARNINGS AND EXPENSES TO DETERMINE BRANCH PROFITS—March, 1955 
Consolidated PRIMARY DISTRIBUTION SECONDARY DISTRIBUTION 
lacome Banking Trust (Banking department results to main office and branches) 
EARNINGS Account Department Department Main Office Branch 1 Branch 2 Branch3 Branch4 Branch 5 
Fe er $ 43,770 $ 43,354 $ 416 $28,787 $2,905 $2,124 $3,165 $1,951 $ 4,422 
Di CBG y bs 0.b6 6.06 0 oe cs eempns 62,512 62,512 35,694 3,688 4,251 6,626 2,751 9,502 
Total interest income......... $106,282 $105,866 $ 416 $64,481 $6,593 $6,375 $9,791 $4,702 $13,924 
3. Certificates of deposit........ 2,500 2,500 1,872 72 74 106 376 
GQ, GRVINGS 6.5 Krcticccccwescesse 19,236 19,236 é 10,740 1,374 2,060 1,316 868 2,878 
5. Time deposits, open a/c. ..... 462 462 = 462 
Total interest expense........ 7 $ 22,198 $ 22,198 z $13,074 $1,446 $2,134 $1,422 $ 868 $ 3,254 
> 
Net interest income.......... $ 84,084 $ 83,668 $ 416 £ $51,407 $5,147 $4,241 $8,369 $3,834 $10,670 
6. Exchange & collection fees.... 766 766 e 382 114 28 136 36 70 
7. Safe deposit rents............ 2,160 2,160 2 1,344 312 78 88 84 254 
8. Service charges.............. 7,122 7,122 e 3,176 492 514 984 420 1,526 
9. Trust department earnings. ... 4,642 4,642 = 
Total gross earnings......... $ 98,774 $ 93,716 $5,058 2 $56,309 $6,065 $4,861 $9,577 $4,384 $12,520 
EXPENSES 5 
10. Advertising. ...........506. $ 980 $ 980 s $ 651 $ 66 $ 48 a 4 44 $ 100 
11. Credit services.............. 330 330 rs 197 13 25 37 9 49 
ee Eee eee 522 468 $ 54 z 283 28 32 45 20 60 
13. Insurance on deposits........ 744 744 = 494 50 35 54 33 77 
Ds POGIEBD. « ccccvrcccvccocepene 1,832 1,832 & 836 152 196 248 84 316 
15. Rent and occupancy......... 16,066 15,296 770 a 9,376 744 1,262 1,748 642 1,524 
16. Salaries: officers............ 18,866 17,080 1,786 4 8,850 1,122 1,506 2,204 744 2,654 
17. employees......... 18,336 17,196 1,140 = 10,520 728 1,070 1,420 560 2,898 
18. directors fees....... 510 440 70 fo) 277 23 27 ai 16 56 
19. Stationery and printing....... 3,144 3,144 1,982 167 195 289 115 396 
Sv: MR cA s ewe bicndeticccssse 4,462 4,462 2,813 236 277 411 163 562 
21. Surety bond premium........ 2,272 2,142 130 1,350 114 133 197 78 270 
22. Taxes; state and county...... 2,246 2,052 194 1,300 102 124 204 72 250 
23. WHYION osc cnacicssves 975 915 60 517 49 69 97 35 148 
24. Telephone..............5+.- 952 912 40 464 42 76 136 32 162 
Total operating expenses. .... $ 72,237 $ 67,993 $4,244 vi $39,910 $3,636 $5,076 $7,202 $2,647 $ 9,522 
PROFIT FROM OPERATIONS.. $ 26,537 $ 25,723 $ 814 $16,399 $2,429 $—215 $2,375 $1,737 $2,998 
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Director Clutchbill and President Perkins stood in wonder at the new mustache of Mr. McTavish 





HEN Mr. McTavish, director of 

the Ferndale National, got off 

the Montreal express Director 
Clutchbill was abominably startled. 

President Perkins, too, who stood in 
motionless wonder in a lobster-tailed 
reefer, was aghast. As the only other 
member of the welcoming committee 
on the platform, he glanced quickly at 
Mr. Clutchbill with a slowly spreading 
eyebrow on one side of his plump face. 

“McTavish, what on earth has hap- 
pened to you?” asked both men in one 
breath. 

Mr. McTavish sat down a battered 
suit case covered with foreign labels. 
“Nothing ... had a wonderful time— 
can’t believe I’ve been gone two 
months.” 

“If you still love me,” choked Mr. 
Clutchbill, “explain where you got that 
mustache... you better hang a blinder 
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By 
FRED COPELAND 


ILLUSTRATED BY: CHAS. HERZOG III 


over it till we can get you out of sight.” 

“It’s my brother’s...” 

“What-t-t ?” 

Both members of the welcoming del- 
egation leaned closer to learn how it 
was hitched on. 

“Oh, it’s mine, all right enough... 
it’s real.” 

“But don’t tell me they wear them 
like that in Scotland ... not in Aber- 
deen!”’ 

“Oh, no-o! I found that my Aber- 
deen brother was acting as agent for 
his firm’s branch in Brussels, Belgium, 
and joined him at once, where I’ve 
spent the entire two months.” 


Tutchbill's DEPOSIT TONIC 


“Brussels? That sounds more like 
it,” breathed Mr. Clutchbill. “You 
will be unwinding it and clipping it by 
tomorrow, I expect. The bank might 
go into a tailspin with that fluttering 
in the lobby.” 

“You think it wise? It was an awful 
job to fetch it into bloom. My brother 
Andrew has one just like it. You have 
to put it in an iron form each night. 
Thought I’d wear it awhile. My 
brother said my face would go ahead 
of Bismarck’s, putting the two side by 
side.” 

The luscious hair - extravagance 
which Mr. Clutchbill and President 
Perkins were still studying with open 
mouths was of a reddish sandy hue. 
Putting aside that it was rich in mate- 
rial, its glory was in its fanfare of 
curl. Its elegant points swept round 
See LIRECTOR CLUTCKBILL—Page 94 
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The picturesque houses of Georgetown, D. C. 


Potomac Portrazt | 22g 2727 3th bet est of 


the Chesapeake & Ohio Canal, long since 


abandoned for commercial purposes. 
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The Farmers & Mechanics Branch of Riggs National Bank (dating from 1814)... 
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The RIGGS NATIONAL BANK 


of WASHINGTON, D. C. 
FOUNDED 1836 ¢ LARGEST BANK IN THE NATION’S CAPITAL 


Member Federal Deposit Insurance Corporation * Member Federal Reserve System 
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WASHINGTON VIEWPOINT 








Stock Market “Study” 


When the Senate Banking and Cur- 
rency Committee reorganized under 
new party leadership at the beginning 
of the 84th Congress, there appeared 
to be a striking lack of important 
things for the Committee to do. There 
were a few banking matters to attend 
to, such as extending national banks’ 
real estate loans to a possible 20-year 
maturity and changing the rules about 
cumulative voting of shares in the 
election of bank directors. And there 
was the annual chore of renewing the 
loan-insurance authority of the Fed- 
eral Housing Administration and 
bickering over the extent of the public 
housing program. Other than these 
prosaic matters, there seemed little 
to justify the Committee’s existence, 
especially in a year when sharp par- 
tisan clashes are more than usually 
frequent. 

In fact, the House Banking Com- 
mittee, on which seniority is a less 
important factor to the individual 
member, felt the loss of several sea- 
soned members who decided that it 
would be better to start at the bottom 
of the ladder on some other committee 
offering better opportunities for po- 
litical noise-making. 

In the preceding Congress, the 
Senate Banking Committee, under the 
gavel of Senator Homer E. Capehart 
of Indiana, succeeded in obtaining 
front-page newspaper space by ex- 
posing irregularities in the Section 
608 and Title I. F.H.A. insurance pro- 
grams. It had also done a rather thor- 
ough, though not politically spectac- 
ular, job of probing the activities of 
the Export-Import Bank. 

Something of the same sort ap- 
peared necessary to protect the Senate 
Banking Committee of the present 
Congress from drifting into oblivion. 
Chairman J. William Fulbright, Sen- 
ator from Arkansas, came up with the 
answer: Find out why the stock mar- 
ket is so continuously bullish. No 
imputation that there is any wrong- 
doing or rigging, he assured, just find 
out why. 

What resulted is fresh in the 
memory of all who read newspapers. 
The hearings began with testimony 
directly relating to the state of the 
stock market as to chance-taking, 
book values and the like. But not many 
days passed before the hearings be- 
came a wide-open forum for opinions 
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about taxes, social security, labor 
legislation, and Federal Reserve mone- 
tary policy. 

Among the principal witnesses 
called before the Committee were Sec- 
retary of the Treasury George M. 
Humphrey, who insisted that a 


“healthy stock market” is essential to 
the nation’s economic welfare, and 
John J. McCloy, chairman of the board 
of the Chase National Bank, who 
testified that a strong new influence 
in the stock market is the growth of 
demand on the part of trust and pen- 
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Both CheckMaster (free book plan) and Chexcel 
(sell the book plan) now have the best looking 


check sets in the field ... 


and still cost less. 


Judge for yourself. Write for sample check set. 


We help you 
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and radio spot announcements. 
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sion funds, such as the large volume 
of such funds administered by the 
Chase National Bank. 

Chairman Martin of the Federal 
Reserve Board defended the Board’s 
decision to raise equity requirements 
from 50 per cent to 60 per cent as 
motivated by a desire to “warn the 
public that the Federal Reserve was 
on the job.” 
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Stock Market Prices 
And Tax Policy Linked 

Rep. Thomas B. Curtis, Republican 
of Missouri, has put forward a resume 


of an interesting theory on the man- 
ner in which bank borrowings are 
taking the place of invested savings 
in the expansion of industrial capital- 
ization. Says Mr. Curtis: 

“The rise in the stock market comes 
directly from our tax structure. For 
several years corporation expansions 
have been financed more and more 
from bank borrowings and bonds and 
less and less from new stock issues— 
equity financing. In fact, many cor- 
porations have called in capital stock 
pro rata and refinanced through bonds 
or bank borrowings. The reason for 
this action by corporate management 
is as follows: Earnings on bond or 
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KANSAS CITY’S OLDEST AND LARGEST BANK 


Let Commerce Trust look 
after your bonds... use the time 
you gain for more profitable ac- 
tivities. You will have in your 
service the efficient, experienced 
staff of the largest buyer and 
seller of municipal bonds in the 
state of Missouri... men whose 
business and training are de- 
voted to bonds. This is one of 
the many services that have built 
one of the nation’s largest family 
of correspondent banks... over 
1500, now. 
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note financing escapes the 52 per cent 
corporate income tax while earnings 
from equity financing pay the 52 per 
cent tax. 

“The stockholder in the higher in- 
come brackets prefers to have equity 
investment in a corporation that ex- 
pands through bond and note financing 
because added to the normal growth 
of the company is the savings of the 
52 per cent corporate tax. His equity 
investment reflects this growth in 
terms of capital gain, which is taxed 
at only 25 per cent instead of a maxi- 
mum 87 per cent.” 

Mr. Curtis is a member of the House 
Ways and Means Committee. 
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Mortgage Market Outlook 


In mid-March,: when bankers were 
hearing much about “overbuilding” 
and “saturation” of the market for 
new homes, the Federal Reserve Board 
published a factual survey which 
tends to support a much more opti- 
mistic attitude. The buying public’s 
intentions to purchase new homes run 
stronger this year than in either of 
the two preceding years. More than 
that, the Board’s sampling of con- 
sumer plans indicates that 1956 will 
also be a strong housing year. 

Admittedly, the strength of the 
market is attributable mainly to the 
long-term, low-equity financing now 
made available to veterans. And, ad- 
mittedly, the Reserve Board’s analysis 
was based on interviews with no more 
than 3,000 families, but even so the 
Board made no apology for it. More 
complete data will be available later 
on, as the interviewers and statistis- 
cians get along with their work; how- 
ever, it seemed appropriate to the 
Board to publish what they had de- 
veloped for the benefit of both builders 
and lenders. More perfect statistics 
in June are of little benefit to those 
who must make decisions in March. 

According to the Federal Reserve’s 
preliminary figures, a startling 9.6 
percent of “spending units” are figur- 
ing on buying new homes this year. 
This is a significant increase over the 
early 1954 figure of 6.6 percent, and 
it also surpasses the 8.8 percent of 
early 1953. 

“The increase from early 1954,” 
the Board observed, “is almost entirely 
accounted for by veterans. Increased 
availability of mortgage credit to vet- 
erans and other buyers on attractive 
terms is apparently an important 
factor in the increased interest ex- 
pressed in home buying. 

“The number of consumers who are 
giving some consideration to buying 
or building a house in 1956 is about 
the same as the longer-range plans to 
buy reported in the three preceding 
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eople inevitably judge a business by the buildings in which that 
' business is conducted. To their minds, sound, clean, well- 
J Jpaipiained properties mean sound, wholesome operating policies. 








If your buildings are beginning to show signs of deterioration from 
exposure to the weather, call Western Waterproofing Co. Western weather- 
proofing services can raise your prestige, lower your maintenance costs. And 
an investment in tax deductible maintenance is exceptionally profitable at 


_ this time. 
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new 


bank quarters 


Headquarters: ST. LOUIS, 9TH & SipnEy STREETS 
Offices in: NEW YORK, 103 Parx AvENUE 
ATLANTA, WeEstTERN UNION BLDoc. 

SAN FRANCISCO, 275 Post STREET 

MIAMI, 5204 West FLAGLER 

Operating Outside the Continental U. S. as: 

Bank BuiLp1NG CorPoRATION INTERNATIONAL 


No. 4 


it pays to call in specialized 


counsel before you plan your project 


Long before surveyors drive the site stakes, the future of 
your new quarters project may have been determined. 
For the difference between profitable investment and 
costly failure often lies in preliminary project analysis by 
bank designing specialists. 


When you call us in before plans start, our analyst can 
save you much time in your early project conferences. 
From his specialized experience on many different bank 
projects, he can outline invaluable, planning shortcuts — 
and budget savings — for you. 


In planning for your needs, your bank’s operational re- 
quirements are first carefully surveyed. This survey has 
saved many bankers the cost of a new building, for our 
recommendation was modernization instead. Where pres- 
ent quarters modernization is impractical, we will survey 
other buildings for you and advise on purchase and 
remodeling for your use. 


When a new building is required, we inspect possible 
sites and, on the basis of experience, point out advantages 
and disadvantages. Our analysis of locations can show 
you how to capitalize on street and pedestrian traffic, and 
how to employ parking and drive-in banking facilities 
most profitably, | 


Since we know the banking business, our experts can 
closely analyze your bank’s potential growth. Our 
designers plan your quarters not only for beauty and 
efficiency, but also for economical expansion, so you will 
be ready for new business when it comes, 


Select your bank’s designer with care. Check our reputa- 
tion and financial responsibility by talking to any of almost 
3,000 bankers with whom we have worked. Whether your 
budget is large or small, your project can benefit from 
our experience and specialized services, 
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banker considering new quarters 
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GAINESVILLE, FLORIDA 
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Here’s how your bank can make more 
loans, earn more profit and keep cus- 
tomers more contented! 

When a prospective borrower wants 
more cash than you can lend on a non- 
secured basis, suggest a loan on inven- 
tory (it can be almost any product 
from coal to canned goods). Under the 
Douglas-Guardian Plan, we issue field 
warehouse receipts to you without mov- 
ing the merchandise from the borrower's 
premises. 

Result: You make the loan with collat- 
eral and without risk; your customer gets 
the money he needs; your bank makes 
a friend as well as a profit. 


You Make The Loans — We'll Make Them Safe 


DOUGLAS -GUARDIAN 


WAREHOUSE CORPORATION 


“The Bankers’ Field Warehouse Company” 


NEW ORLEANS |, La., 118 North Front St. 
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SAN FRANCISCO 3, Calif., 785 Market St. 
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surveys. This finding provides some 
indication of continued strength in 
housing demand beyond 1955,” the 
Board concluded. 

These statistical conclusions do not, 
of course, reveal the Board’s opinions 
on whether the anticipated boom mar- 
ket for homes, financed as it is largely 
by easy-credit mortgage loans, is a 
good thing. The report merely meas- 
ures consumers’ intentions, and it ap- 
pears that the large number of vet- 
erans planning to buy homes do not 
expect to have any trouble getting 
their loans. 

The Reserve Board survey which 
revealed the strong consumer home- 
buying intention has also given factual 
backing to an optimistic view of the 
home-repair outlook. The Board found 
that 22.7 per cent of the spending 
units are planning to make repairs or 
improvements involving the expend- 
iture of $50 or more. This figure is 
more than 15 per cent stronger than 
last year and more than 30 per cent 
stronger than 1953. 
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Hoover Commission Plan 
for Government Lending 


The second Hodver Commission, 
now issuing its function-by-function 
findings on the way the Federal Gov- 
ernment operates, has suggested 
“mutualization” as a means of easing 
the United States Treasury out of the 
business of making (also co-making) 
vast amounts of loans. 

The Commission proposes that the 
beneficiaries of Government loans, 
guarantees, insurance, and the like, 
must “buy in” through proportionate 
payments to retire the Government- 
owned stock of the lending agencies 
and thus gradually substitute private 
for public ownership. 

For bankers this will seem like good 
reasoning. Already the Federal De- 
posit Insurance Corporation has 
mutualized, every penny of Govern- 
ment capital being repaid. The same 
is true of the Federal Land Banks. 
The Housing Act of 1954 places the 
same requirement on persons who 
would avail themselves of the Govern- 
ment credit services of the Federal 
National Mortgage Association. 

It cannot be foreseen that the 
Hoover Commission’s suggestions will 
meet early strong approval. There are 
strong blocs supporting easy credit by 
the Farmers Home Administration, 
the Small Business Administration, 
Rural Electrification, direct home 
loans to veterans, financing of ex- 
ports, and the like. However, the 
record of the previous Hoover Com- 
mission’s recommendations demands 
respect. Some failed to win sufficient 
support to prevail, but a great many 


| are law today. 
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NOW... MAKE CHANGE ELECTRICALLY!? 


The ALL NEW 








ELECTRIC ‘400 SERIES 


One touch of any one of Coinometer’s 104 Sensi-Touch 
keys handles any coin changing situation instantly .. . 
accurately . . . electrically. Only the Coinometer 400 
series brings you this entirely new concept of coin chang- 
ing and coin paying. And only Coinometer gives you 
remote-control when you want it so that you can place 
your keyboard in one place and your coin delivery unit in 
another — each in the location that is most convenient 
for you and your customer. 





The Coinometer 400 series has far, far too many brilliant 
advanced features to be described here. 

Get complete details now by writing for new Coin- 
ometer literature. 


Only a Few of Coinometer 400’s 
Many new Features 


1. Full, remote control 5. Full, 104-button key 
board 


2. All electric operation 
6. No special wiring 


3. Automatic locking 7. Automatic coin tray 
device lock 

4. Distinctive low, 8. Virtually unlimited 
handsome styling capacity 


Due to extensive Coinometer Corp. expansion, 
there is now a limited number of exclusive ter- 
ritories available to qualified distributors. Write, 
wire or phone for complete details. 
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THE PERSONALITY SPOTLIGHT 








Bank mergers and rumors of mergers 
in New York City continue to make 
national news, with other major moves 
following closely upon the heels of the 
Chase National-Bank of Manhattan 
announcement. 

If plans to combine National City 
Bank and the First National Bank are 
approved, all members of the senior 
management of National City will con- 
tinue in their present posts. Alexan- 
der C. Nagle, president of the First 
National, will join the group as chair- 
man of the executive committee and a 
director. Grant Keehn will become an 
executive vice-president, the same title 
he now holds at the First National. 

To reflect the merger, the name of 
the National City Bank will become 
The First National City Bank of New 
York. Shareholders of the First Na- 
tional Bank will receive $550 per share 





ALEXANDER C. NAGLE 


In the merger news 


in cash for the 300,000 shares outstand- 
ing, or a total of $165,000,000. 

The First National Bank, which has 
been at 2 Wall Street since 1881, has 
specialized in large corporate relation- 
ships and has no branches. At the year 
end it had capital funds of $143,000,000 
and total resources of $713,000,000. The 
combined bank would have resources 
of approximately $7 billion. 


e 


Also in the financial headlines is the 
proposed merger of the Public Na- 
tional Bank of New York with Bankers 
Trust Company. 

If approved, this consolidation will 
bring together assets aggregating 
$2,843,800,000 as of December 31, 1954, 
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E. CHESTER GERSTEN 


Will join Bankers Trust 


which will rank the combined institu- 
tion as the &th largest in the country. 
It will have 42 New York City offices 
and one in London. 

E. Chester Gersten, president of 
Public National, will become an execu- 
tive vice-president of Bankers Trust. 
In this capacity he will join B. A. 
Tompkins and Francis §. Baer, newly 
advanced from senior vice-presidents 
at Bankers Trust, and Alex H. Ardrey. 
Mr. Gersten will also become a direc- 
tor of the consolidated bank. 

+ 


The “bank marriage” mill also con- 
tinues to grind away busily in other 
parts of the country. 

The largest bank merger in the his- 
tory of Kansas City, Missouri, brings 
together the First National Bank and 





DAVID T. BEALS 


the Inter-State National Bank on May 
1. The consolidated institution, retain- 
ing the First National’s name, will have 
deposits of more than $300,000,000. 

Taylor S. Abernathy will continue 
as president and chief executive officer 
of the First National. David T. Beals, 
president of Inter-State National, is to 
become chairman of the board. Carl 
W. Allendoerfer, First National’s board 
chairman since 1947, has been ill for 
several years and will be honorary 
chairman of the board. 

Mr. Abernathy and Mr. Beals have 
had remarkably paralleled careers. 
Both were born and reared in Kansas 
City, both entered banking in 1914, 
both served in the Navy during World 
War I, and both are sons of former 
Kansas City bank presidents. 

A vice-president of the First Na- 
tional from 1927 to 1947, Mr. Aber- 
nathy has been president since then. 
Both his father and his grandfather 
had previously served in the top post. 

Mr. Beals has been president of 
Inter-State since 1943. His father 
headed two former Kansas City banks 
prior to his death in 1910. 

It is planned to open a new bank 
in the quarters of Inter-State, located 
in the Kansas City stockyards district. 
Stockholders of the First National will 
own at least 51 per cent of the capital 
stock, and Inter-State shareholders 
will be given rights to subscribe to 49 
per cent. Elmer B. Bradbury, now 
senior vice-president of Inter-State, 
will head the new institution. 


Sd 


Charles H. Diefendorf has been 
named chairman of the board and 





TAYLOR S. ABERNATHY 


They announce Kansas City’s biggest bank consolidation 
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Cc. H. DIEFENDORF 


B. MAULL 


B. F. POPE 


Executive changes at Marine Midland Corporation 


chief executive officer of Marine Mid- 
land Corporation, Buffalo, New York. 
Bayard F. Pope, board chairman since 
1934, is now chairman of the executive 
: committee. Baldwin Maull has ad- 
‘ vanced from executive vice-president 
to president. 

Also announced is the election of 
George H. Auffinger as vice-president, 
George K. Connell as treasurer, and 
Albert P. Roesch as assistant vice- 
president. Edward C. Gruen continues 
as vice-president. 

Mr. Diefendorf has been president 
and chief executive officer since 1942, 
having succeeded the late George F. 


Rand at that time. Since then, the re- 
sources of the Corporation and its 10 
affiliated banks have grown from $732,- 
000,000 to $1,775,000,000. Mr. Diefen- 
dorf continues as president of the 
largest bank in the group, the Marine 
Trust Company of Western New York. 


* 


From vice-chairman, Homer L. Boyd 
has moved up to chairman of the board 
at the National Bank of Commerce of 
Seattle (Washington). Andrew Price, 
executive head of the bank from 1929 
to 1948, and since then chairman of the 
board, is now honorary chairman. 


Mr. Boyd has been associated with 
the bank for 26 years. He is vice-presi- 
dent and treasurer of Marine Bancor- 
poration, holding company of the bank, 
and has been active in the management 
of its affiliated companies. New presi- 
dent of Marine Bancorporation is 
Keith G. Fisken, while Andrew Price, 
Jr., has been elected a vice-president. 

Wilbur H. McGuire, vice-president 
and manager of the Yakima Branch, 
National Bank of Commerce, has re- 
turned to Seattle to serve as vice-presi- 
dent at the head office. Donald M. 
Russell has been promoted to vice- 
president and manager at Yakima 
Branch, while Robert L. Tolson has 
advanced to assistant vice-president, 
W. L. Comer to assistant cashier. 


e 


Leo R. Gruber has been advanced to 
the president of the Drovers National 
Bank and the Drovers Trust & Savings 
Bank, Chicago. In these posts he suc- 
ceeds the late George A. Malcolm, who 
had been president of both banks for 
the past 10 years. 

Mr. Gruber joined the Drovers Na- 
tional in 1926 as a clerk, and by 1949 
had moved up to vice-president. Last 
year he also became a vice-president 
of the affiliated Drovers Trust. He has 
been active in the Chicago Bank Audi- 
tors Conference, serving as president. 
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Also promoted at the Drovers banks 
are Robert Lough and Richard H. 
Hart, both elected senior vice-presi- 
dents. 


* 


After three years as president of The 
National Bank of Jackson, Michigan, 
W. K. McInally was recently elected 
as chairman of the board. Rush W. 
McCutcheon advanced from executive 
vice-president to president, and Travis 
W. Pearse left the St. Joseph Bank & 
Trust Company, South Bend, Indiana, 
as executive vice-president to assume 
that job at The National Bank of 
Jackson. In making the changes, a 


tribute was paid by the board to its 
retiring chairman, S. M. Schram, who 
was a former president and one of the 
founders of thé bank. 


+ 


Active daily at his desk is James K. 
Moffitt, chairman of the executive 
committee of Crocker First National 
Bank of San Francisco, who recently 
observed two special anniversaries— 
his 89th birthday and the completion 
of 60 years of service with the bank. 

In addition to his banking responsi- 
bilities, Mr. Moffitt has also been presi- 
dent since 1927 of Blake, Moffitt & 
Towne, prominent in the West Coast 
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paper industry. He usually divides his 
time daily, spending the forenoon at 
the bank and the afternoon at Blake, 
Moffitt & Towne. 

Over the years he has experienced 
some famous California “firsts.” He 
definitely remembers San Francisco’s 
first severe earthquake shock in Octo- 
ber, 1868. And, as a small boy, he 
watched the first cable car in the world 
climb the Clay Street hill. 

He entered banking in an indirect 
way. After graduation from the Uni- 
versity of California in 1886 he joined 
Blake, Moffitt & 
Towne as a 
salesman. In 
1891 he became 
manager of their 
new Los Ange- 
les branch. Dur- 
ing the financial 
stringency of 
1893 four banks 
in the Los An- 
geles area had 
closed. The for- 
mer First Na- 
tional Bank of 
San Francisco 
asked him to look after their Los An- 
geles interests, particularly to make 
collections and take care of notes and 
collateral for money advanced to cor- 
respondent banks. The bank liked his 
work so well he was offered the post 
of assistant cashier. 

He accepted the offer and on Octo- 
ber 30, 1894, he started work on the 
note and exchange desk. Later he be- 
came successively cashier, vice-presi- 
dent, senior vice-president, a director, 
board chairman and chairman of the 
executive committee. 

He was the bank’s cashier at the time 
of the San Francisco earthquake-and- 
fire disaster of 1906. 

As a young banker he made a couple 
of notable “firsts” while exploring Cali- 
fornia’s High Sierra. Records of the 
famous Sierra Club show he was one of 
the three members who made the first 
ascent of Mt. Sill, 14,000 feet, also diffi- 
cult North Palisade, 14,254 feet. 

In 1952 he was presented a special 
Founder’s Award for his work in help- 
ing establish the Junior Achievement 
movement on the West Coast. 











J. K. MOFFITT 
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“Outstanding Young Man” of 1954 
and 1955 is the tribute paid to four 
younger banking officers in various 
parts of the country in recent weeks. 
In each case the award was made by 
a local junior or senior Chamber of 
Commerce. 

Everett P. Pope, of Braintree, Massa- 
chusetts, president of the Working- 
men’s Cooperative Bank of Boston, 
and believed to be the youngest bank 
president in the state, was named as 
one of Boston’s “outstanding young 
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men of 1955” by the Boston Chamber 
of Commerce. Mr. Pope holds the 
Congressional Medal of Honor 
awarded him for gallantry in action 
as a Marine Corps officer in 1945. 

Jack Morfee, a vice-president of the 
Gary (Indiana) National. Bank, re- 
ceived a distinguished service award 
from the city’s Junior Chamber of 
Commerce. The selection was based on 
Mr. Morfee’s leadership in several 
community organizations. 

Bill B. Lee, a vice-president of the 
First National Bank, Joplin, Missouri, 
was presented with the “outstanding” 
award by the local Junior Chamber 
of Commerce. The award was made 


for Mr. Lee’s contribution to general 
community betterment and participa- 
tion in all-around community activi- 
ties. ‘ 

The distinguished 1954 service award 
of the Elkhart, Indiana, Junior Cham- 
ber was granted this year to Franklin 
H. Lorenz, assistant vice-president of 
the St. Joseph Valley Bank, Elkhart. 
The selection was based on “out- 
standing community service through 
loyal and unselfish efforts for the 
community.” 
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Harris C. Kirk, widely-known na- 
tionally in banking and corporate cir- 
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cles, has been elected executive vice- 
president and director of American 
Trust Company, San Francisco. 

For the past eight years he has 
served as senior vice-president in 
charge of installment credit activities, 
business development, and corporation 
and correspondent bank relations. 

Mr. Kirk joined the bank in 1921; 
became vice-president in 1926. Since 
then he has made it his policy to attend 
the important national banking con- 
ventions, particularly the American 
Bankers Asso- 
ciation and the 
Association of 
Reserve City 
Bankers. Over 
the years as the 
result of attend- 
ing these annual 
meetings he has 
built up one of 
the largest cir- 
cles of friends in 
the banking 
field, also among 
financial officers of many corporations. 
He has also served on the bank man- 
agement commission of the A.B.A.; as 
vice-president and director of the Re- 
serve City Bankers; and as chairman 
of the legislative committee of the 
California Bankers Association. 
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Following the death of T. L. Davis, 
Fred W. Thomas recently succeeded 
him as chairman of the board of the 
First National Bank of Omaha, Ne- 
braska. The son 
of a pioneer 
banker, Mr. 
Thomas joined 
the First Na- 
tional in 1917 as 
cashier, later 
was elected a 
vice-president, 
and became the 
seventh presi- 
dent of the bank 
in 1948. He was 
elected vice- 
chairman in 1953. Nearing 70 years of 
age, Mr. Thomas maintains a three- 
acre orchard as a hobby. The late Mr. 
Davis, also the son of a former bank 
president, began his banking career in 
1904 and was president of First Na- 
tional from 1934 to 1948, when he be- 
came chairman of the board. 
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William H. Hill, Jr., a vice-president 
of Manufacturers Trust Company, 
New York City, has been assigned to 
the branch administration department 
and will supervise 23 of the bank’s 
offices in Manhattan. He was formerly 
officer-in-charge of the Union Square 
office. William J. Maguire has been 
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TWO MONTHS AGO, we made a 
quiet reference to this feature, 
when we announced the new 
Century-Style Mosler Day and 
Night Deposit Safe. 


Quite naturally, we stressed the 
fact that here, at last, was a unit 
(designed by Henry Dreyfuss) to 
harmonize with the modern styl- 
ing of the newest, most modern 
banking offices. 


We stressed, also, how perfectly 
this unit fits in with the progres- 
sive banker’s idea of super-service 

. how it literally extends your 
banking hours around the clock 
- . . extends your lobby to the 
sidewalk. 


IF IT'S MOSLER .. . IT'S SAFE 


Mosler Safe “” 


World's hoe builders of safes and bank vaults . 


built the U. 
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The day-night 
deposit safe that 


seas “talks” 


Only Mosler has it... the “talking light” 
that flickers a reassuring all safe signal to 
the depositor when the money bag reaches 
the Mosler Safe below. 





Frankly, the response to the 
styling, and to every feature of 
this new Mosler unit, has been far 
beyond anything we dared pre- 
dict. But what we underestimated 
most was the enthusiastic recep- 
tion for the “talking light” feature 
to which we’d made only that 
quiet reference. Bankers tell us 














the reassurance this gives to the 
bag depositor is enough, by itself, 
to justify installation of this new 
Mosler unit. 


Have you written for our new, 
full-color catalog with complete 
details? If not, hand this to your 
secretary, now. Ask her to mail 
the coupon, today. 


Phantom view of new Mosler Day- 
Night Deposit Safe shows how welded 
steel chutes carry deposits to receiving 
safe inside bank. Envelope deposits go 
through slot at top. Bag deposits go 
through locked hopper below. Note 
special saw-toothed baffle fingers, 
designed to prevent extraction of de- 
posits from outside. 


S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 
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The Mosler Safe Company, Dept. BCH-4 
320 Fifth Avenue, New York 1, N. Y. 


Please send me your new, full-color catalog giving full details about the 
new Century-Style Day and Night Deposit Safe by Mosler. 
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DETROIT EDISON REPORTS 


A Great Year 


Newsworthy accomplishments in 1954, and plans 
for the future as well, are shown in our latest Annual 
Report to Stockholders. 

Construction of a sixth power plant, at River 
Rouge, progresses on schedule. By 1956, the first two 
units, 260,000 kilowatts each, should be producing the 
extra power that will be needed by then in fast-growing 
Southeastern Michigan. 

As a member of the Atomic Power Development 
Associates, we continue our search for an economical 
way to produce electric power from nuclear fuels. This 
research work has now advanced to the stage where a 
full-scale testing project is included in the 1955 
program. 

To learn more, send for this report. Write our 
Treasurer, 2000 Second Avenue, Detroit 26, Michigan. 
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Resources exceed $150,000,000 
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W. J. MAGUIRE W. H. HILL, Jr. 


In branch administration 


named an assistant vice-president and 
assigned to the branch administration 
department. 

Seven new assistant secretaries are 
N. P. Barber, F. R. Bennett, H. Big- 
ham, R. F. Fitzgerald, H. J. McKeever, 
J. G. Ramer and Miss Virginia L. 
Kraus, who makes the 18th woman 
officer at Manufacturers Trust. 


* 


A past president of the National 
Association of Mutual Savings Banks, 
A. Livingston 
Kelley, has _ re- 
tired as_ presi- 
dent of the 
Providence In- 
stition for Sav- 
ings (Old Stone 
Bank), Provi- 
dence, Rhode 
Island, and is 
now chairman of 
the board of 
trustees. 

His successor T. F. BLACK, Jr. 
as president is a 
prominent local banker and attorney, 
Thomas F. Black, Jr., who has been 
first vice-president since 1953. 
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Mrs. Mary G. Roebling, president 
and board chairman, Trenton Trust 
Company, Trenton, New Jersey, (at 
left in the picture), and Mrs. Irma 
Robins, (right), assistant public rela- 
tions director of the Franklin National 
Bank, Franklin Square, Long Island, 
New York, recently appeared under 
the auspices of the New York State 
Bankers Association educational foun- 
dation as guests of “The Sloan Simp- 
son Show,” an ABC-TV program. 
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You can’t X@R(F)Y/ your bank 
for hidden embezzlements! 





Too bad you can’t—it would simplify things a lot! But 
the plain facts are that you never know when an embezzlement 


may be discovered nor how large it may be! 


During the year ended July 31, the FBI investigated 1,103 
embezzlements . . . a substantial increase over the previous year! 
One out of every thirteen banks in the country suffered an 
embezzlement! But what’s more—no one knows how many 
shortages are still concealed . . . shortages that are getting 


bigger and bigger every day! 


In view of these facts, wouldn’t it be a good idea to check 
your Blanket Bond now? Our nearest agent* can arrange for 
one of our Bank Specialists to help review your coverage 
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Call him now! 
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They discussed the role of women in 
banking and the use of banks as the 
housewife’s “financial supermarket.” 


* 


A. M. Camp has sold controlling in- 
terest of the First National Bank, 
Durango, Colorado, to Mr. and Mrs. 
William White who plan to operate it 
as a “family enterprise.” Mr. White 
has become president and board chair- 
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Have a new family enterprise 


man, while Mrs. White has been named 
a director. She is the daughter of 
Mahlon Thatcher, board chairman of 
the First National Bank in Pueblo, 
Colorado. 

Mr. White is president and owner of 
two other Colorado banks, the Minne- 
qua Bank of Pueblo and the First Na- 
tional Bank of Alamosa. 
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This is a “milestone” year for Joseph 
C. Lipman, senior vice-president, 
Union Bank & Trust Company, Los 
Angeles. 

Last month he celebrated his 35th 


| year with the bank, and this fall will 


mark his 50th year in West Coast 
banking. Extremely active in local and 
national organizations, among his 
many important posts of leadership he 
has been president of the California 
Bankers Association. 


° 


The Barnett National Bank, Cocoa, 
Florida, has a new president Glendon 
V. Weir, who succeeds C. J. Joiner, 
recently retired. Mr. Joiner has been 
in the banking field since 1904 and was 
one of the organizers of the Barnett 
National of Cocoa. Mr. Weir came to 
Cocoa from Arizona where he was 
vice-president and manager of the 
Bank of Douglas. Mr. Joiner will con- 
tinue association with the bank as di- 


| rector and chairman of the executive 
| committee. 


aa 


Lynn T. Hannahs, Jr., formerly vice- 
president of the Continental Illinois 
National Bank and Trust Company, 
Chicago, has been elected vice-presi- 
dent of California Bank, Los Angeles, 
where he will be in charge of the out- 
of-town division. From 1938-48 he 
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was with the Commercial National 
Bank and Trust Company, New York 
City. 

Merger of the First National Bank 
of Pomona and the California Trust 
Company into California Bank became 
effective last month. Raymond E. 
Smith, president of the First National, 
has become a director and vice-presi- 
dent of California Bank, in charge of 
the three Pomona offices. Vice-Presi- 
dents George G. Stone and Kenneth 
S. Graham at Pomona have become 
vice-presidents of the Los Angeles in- 
stitution. 


& 


At the First National Bank in St. 
Louis, Missouri, 
John B. Mitchell 
has been elected 
vice-president. Mr. 
Mitchell was form- 
erly executive vice- 
president of the 
Manufacturers 
Bank & Trust Com- 
pany, since 1952, 
He began his bank- 
ing career in 1936 J. B. MITCHELL 
with the Mercantile 
Commerce Bank & Trust Company. 











° 


Three activity heads who have been 
advanced to vice-presidents at the Na- 
tional Bank of Tulsa (Oklahoma) are 
C. Guy Campbell, manager of the 
transit-proof and wire transfer depart- 





W.McDONALD C.CAMPBELL G. EASTWOOD 


Tulsans raised to v.p.’s 


ments; G. D. Eastwood, manager, sav- 
ings department; and W. L. Mc- 
Donald, manager, credit department. 

Promoted to assistant vice-presidents 
are H. T. Macon and Rolland Adams 
of the business development depart- 
ment, Phillip Stover in the bond de- 
part, and James C. Dowell, manager, 
bookkeeping department. 

K. Domnick, D. B. Ellis and H. B. 
Pettit are now assistant cashiers. 


& 


Henry J. Court, manager of the 
Temple City office (Los Angeles 
County) of the First Western Bank 
and Trust Company, San Francisco, 
has been promoted to vice-president 
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Picture of Hammermill Safety 
building good customer relations 


HIS customer is writing a check miles from where he banks, but 
his bank is making a good impression on him this very minute. 
That’s because the surface mark on the check says “Hammermill 
Safety”—and the customer knows when he sees it that his bank has 
specified the best-known name in paper for the checks he writes. 


Pens glide smoothly over Hammermill Safety’s even surface. Ink 
dries quickly, too. And because its surface is specially sensitized, 
Hammermill Safety shows up alterations or erasures instantly— 
gives your bank protection as well as prestige. 


Specify Hammermill Safety paper next time you order checks 
from your printer or bank lithographer. You can choose from 
seven attractive colors, and three distinctive surface designs. 












Shell tell you its LASTEST TO USE... 
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The entirely new BURROUGHS 


Every so often, someone builds a new machine that far 
outperforms all that have gone before it—and this is such 
a machine. Completely new, and designed specifically for 
commercial account posting, the Burroughs Sensimatic 
will do more work in less time than any bank bookkeeping 
machine yet devised. What’s more, any operator, after an 
hour with a Sensimatic, will tell you it’s the fastest, easiest- 
to-use, most error-proof machine she’s ever worked on. A 
few of the reasons why are explained on these pages. 






Operators like the Sensimatic because they can depression and simplified motor bar selection help 
quickly learn to operate it professionally. The make the job easier. And, because of operator pref- 
single-motion form handling, the uniform key erence, you benefit from lower operator turnover. 
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.| Well show you its FASTEST BY FAR... 


S| SENSIMATIC bank bookkeeping machine 
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Faster form handling. A smooth, easy one-hand motion 2 Faster indexing. The entire keyboard is designed for 
brings the form into the open carriage, and positions faster, more positive indexing—with scientifically im- 
it to the last line of posting—exactly aligned for the proved slope and height, fingertip key fit, and swift, 
next operation. uniform key depression. 


saoQas 
7 





Faster motor bar selection. The Sensimatic’s unique 4, Faster, more automatic carriage movement. Carriage 
construction assigns a single major function to each opens automatically, closes at the touch of the motor 
motor bar. Operator decisions are reduced and posting bar, tabulates forward or return, and completes post- 
is simplified. Speed is increased, efficiency improved. ing. New amounts are indexed as machine computes, 


Automatic check count, automatic register totaling, date lock, 
list-posting tape, and activity counter are some of the other fea- 
tures of this money-saving Sensimatic. Then, too, because it’s WHEREVER THERE'S BANKING THERE'S 
built on the Sensimatic principle (with interchangeable four- 
job panels that let you switch it from job to job at the turn 
of a knob) it’s ideal for any bank, large or small. For complete 
information, call our nearest branch office. Or write to 
Burroughs Corporation, Detroit 32, Michigan. 


Burroughs and Sensimatic are trade-marks 
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For complete correspondent service, get 
in touch with Manufacturers National. 
Our banking offices in Detroit, Dear- 
born, Highland Park, Grosse Pointe 
Woods, Van Dyke and Redford combine 
to provide you with prompt, careful 
handling of your every requirement. 


Manufacturers National Bank 


OF DETROIT 
Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 

















ene: and ADVERTISING STANDARDS 


These useful standards are filling a much desired 
needs in Banks from coast to coast. Displayed in 
suitable locations, on adjustable height stands, 
they are both conspicuous and in excellent taste. 












* Chrome Standard illustrated is adjustable from 
45” to 73” in height. 


Frame Size: 1144,” high by 1814” wide. (Specif 
Black, Walnut or Mahogany Bakelite Displays} 


HOLIDAY STANDARDS—complete with plates of 
all Holidays observed in your State... $55.00 


ADVERTISING STANDARD—complete with Frame 
and Four Displays (sug- 
— list furnished) 

sock $65.00 


jj COMBINATION HOLI- 
+ DAY and ADVERTISING 
STANDARD — consisting 
of one Standard, one 
Holiday Head complete, 
and Advertising Frame 
with four Displays $95.00 
*Bronze Finish, add 

ilresedhelatieicinsacsisliten $12.00 


Write for Catalog of Perpetual Calendars — with 
and without Pen Sets—for Counter and Wall use; 
also Name Plates and other types of Signs. 








Mfgd. by J. A. Reinhardt & Co. 


BANK PRODUCTS COMPANY 


Established 1930 





3 PARK PLACE + NEW YORK 7, N. Y, t CO 7-3590 














and named a senior member of the 
bank’s business development depart- 
ment at the head office. 

Mr. Court formerly was president of 
the Temple City National Bank before 
it was consolidated with the First 
Western and prior to that was a vice- 
president of the Republic National 
Bank, Dallas, Texas. 


. 


Well-known bank economist Murray 
Shields has become a partner of Gil- 
bert MacKay Associates, New York 
City, and the firm name has been 
changed to MacKay-Shields Asso- 
ciates. It provides economic counsel 
to corporations and financial institu- 
tions. 

Mr. Shields has been vice-president 
and economist at Bank of the Manhat- 
tan Company since 1945, and prior to 
that time was economist for Irving 
Trust Company, New York City. 


4 


Simultaneously with the 60th anni- 
versary of Banco Credito y Ahorro 
Ponceno, Ponce, Puerto Rico, Antonio 
S. Arias, vice-president and manager of 
the head office, celebrated his 60th 
anniversary with the bank.. Mr. Arias, 


_who has been with the bank since its 





Anniversary congratulations 


inception in 1895, was the guest of 
honor at a special testimonial meeting 
conducted by the bank’s board. He is 
shown here (at left) with President 


A. A. Sanz. 
° 


The Jackson (Michigan) City Bank 
& Trust Co. has purchased the assets 
of the Commercial and Savings Bank 
of Albion. Herschel C. Fox, formerly 
president of the Albion institution, has 
become a director of the acquiring 
bank. Stockholders have also voted to 
drop the word “Jackson” from the 
title, making it City Bank & Trust Co. 

« 

Paul McCarthy, assistant secretary 
at the Community Savings Bank, 
Rochester, New York, has been elected 
chairman of the bank’s Participation 
Council, which functions as a junior 


management board. 
The Council was established in 1946 
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by President Charles W. Carson to 
provide opportunities for the staff to 
participate in management, to encour- 
age individual initiative, responsibility 
and development. It considers ideas 
and projects for the improvement of 
services and operating efficiency. It 
acts also to encourage and evaluate 
staff suggestions, for recommendation 
to senior officers. 


. 


Louis Corrington, Jr., who has rep- 
resented the American National Bank 
and Trust Com- 
pany of Chicago in 
four midwestern 
states, will be ex- 
ecutive vice-presi- 
dent and managing 
officer of the Capi- 
tol Bank, Spring- 
field, Illinois, when 
it opens about the 
middle of the year. 

Gerald G. Morse, whose appointment 
as an assistant vice-president at Amer- 
ican National was cited in the March 
issue, will take over Mr. Corrington’s 
assignments in the correspondent bank 
division, 








L. CORRINGTON, Jr. 


* 


Clifton L. Ganus, a director, has 
been named executive vice-president of 
the Progressive 
Bank and Trust 
Company, New 
Orleans, Louisiana. 
He succeeds the 
late James H. 
Groetsch, who 
served as executive 
vice-president and 
chairman of the 
board. The latter 
officer title has now Cc. L. GANUS 
been eliminated. 

In addition to his bank interests, Mr. 
Ganus is board chairman of Finest 
Foods, Inc., which operates a group 
of restaurants and cafeterias. 





as 


At The Bankers Box Company, Chi- 
cago, Illinois, Folger Fellowes was 
made president, and H. L. Fellowes, 
former president, was named to the 
newly-created position of chairman of 
the board. The new president has been 
with the company for 21 years. 


e 


On his 83rd birthday anniversary, 
William A. Hunt, board chairman of 
the Citizens Bank & Trust Company, 
Henderson, North Carolina, was feted 
by the staff with flowers, gifts and a 
large cake. While not in his customary 
good health Mr. Hunt still comes to 
his office nearly every day in good 
weather. He joined the bank shortly 
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For information 
call the nearest 
PB office... 

or send coupon 


It counts 


» imprints, codes, cancels 


paper forms 


7 tickets, tabs, transfers, 
sales slips, receipts, etc. 


including $$ 


» currency, checks & coupons 


accurately 


> wholly automatically 


& fast! 


> 500 to 1,000 
per minute 


= PITNEY-BOWES 


Tickometer 


Counting & Imprinting Machines 


Made by the originators of the postage meter . . . 
offices in 94 cities in U.S. and Canada, 


me 


Feeds and stacks automatically . . . records full 
and part runs on visible registers . . . So much 
faster and more accurate than manual counting 
that it shows big savings in time and clerical 
costs . . . It is already in use in hundreds of 
banks, stores, manufacturing, transportation 
and amusement companies. . . Call the nearest 
PB office, or send coupon for the free illustrated 
booklet and case studies. 





PITNEY-BoweEs, INc. 

3128 Walnut St., Stamford, Conn. 
(} Send Tickometer booklet 

(_] Send case studies 





Name 








Address 
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MODEL 444 


We’re so sure you'll like this Esterbrook 
Desk Set with its self-filling pen...so 
sure you'll like the easy, effortless writing 
of this pen with the right point for the 


way you write... that we’re making this 
unusual offer. 


Buy one of these amazing Esterbrook 
Desk Sets from your regular dealer. 





Fit the self-filling pen with the Esterbrook 
Point that writes exactly right for you. 


Use the pen for 30 days on your own desk. 
If you aren’t completely satisfied with it 
in every respect...return it to your 
dealer, along with your invoice, for a 
complete refund of your money. 


Gsterbook DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 


The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 
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The PEN that 
FILLS ITSELF 


New type ink-fountain in base fills pen auto- 
matically—keeps pen ready to write up to a full 
page or more every time you take it from socket. 


23148 Broad Stil 


¥si-— 
— J 


Fountain-base “ek ee 9460 Carton Copsere/ 
only ‘he ay he the (Also public counter use) 










: 
"wort flood. wat to 
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COPYRIGHT 1955 
TIME ESTERBROOR 
PEN COMPANY 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 
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after it was organized in 1889. He has 
been president of the North Carolina 
Bankers Association, and was secretary 
for many years. 


* 


Two senior officers of the State Na- 
tional Bank of El Paso, Texas, have 
received promotions. H. M. Daugherty, 
a vice-president 
and director, was 
promoted to the 
newly-created posi- 
tion of first vice- 
president. E. Guy- 
ler Magruder, a 
vice-president, was 
named to the board 
of directors. Both 
Mr. Daugherty and 
Mr. Magruder H. M. DAUGHERTY 
started their bank- 
ing careers with the State National in 
clerical positions. 





° 


The name of the former Peoples 
Federal Savings and Loan Association 
of Peoria (Illinois) has been changed 
to First Federal Savings and Loan 
Association. There have also been 


| shifts in officer titles: E. B. Hazen has 
| been elevated to chairman of the 


board; A. D. Theobald, executive offi- 

cer, has become president; Fred M. 

Bourland, F. N. Howard and Ray A. 

Neumann have advanced from assist- 

ant vice-presidents to vice-presidents. 
7 


Eleven promotions have been an- 
nounced by the Worthen Bank and 
Trust Company, Little Rock, Arkansas. 
The men advanced are shown in the 
group below. 

Seated, from left, they include: G. A. 
Zimmerman, vice-president and trust 








Promoted at Little Rock 


officer; Dan M. Murphy, Melvin Law- 
son and Edward M. Penick, vice-presi- 
dents ; Louis East, assistant vice-presi- 
dent. 

From left, standing: E. O. Manees, 
assistant vice-president; F. J. Moser, 
A. J. Reap, Jr., C. L. Tarleton, and 
S. Wilbourn, assistant cashiers; A. F. 
Williams, assistant trust officer. 


° 


J. M. Breard was recently promoted 
from vice-president to president of the 
Central Savings Bank and Trust Co., 
Monroe, Louisiana. 
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NEW YORK ° 





A better view across the border 


Many United States banks which have customers 
engaged in commerce or industry in Canada will 
find our monthly Commercial Letter a useful ref- 
erence on developments north of the border. 


Recent issues have carried articles, charts or tables 
on such diverse topics as Metropolitan Toronto— 
Industrial Highlights—Canadian Production 
—Canadian Prices, Wages and Employment— 
Banking and Finance—Canadian Foreign Trade. 


THE CANADIAN BANK OF COMMERCE 


If your own institution does not currently receive 
our Commercial Letter we shall be glad upon re- 
quest to place your own name on our mailing list 
to receive it each month without charge. 


For further information write any one of our 
regional Business Development Departments lo- 
cated at Vancouver, Calgary, Winnipeg, Toronto, 
Montreal and Halifax, or to our Business Develop- 
ment Division, Head Office, Toronto. 





HEAD OFFICE—TORONTO 


SAN FRANCISCO ° 


LOS ANGELES ° 


SEATTLE ° 


AND MORE THAN 680 CANADIAN BRANCHES 
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PORTLAND, ORE. 
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Bank Rate Reduced 


Indicative of the Canadian Govern- 
ment’s will to pursue an “easy money” 
policy, the Bank of Canada recently 
reduced the interest rate on loans to 
Canada’s chartered banks from 2 per 
cent to 1% per cent. The cut returned 
the bank rate to its 1944 level of 1% 
per cent after being held to 2 per cent 
since 1950. 

As a result, it is expected that more 
business borrowing at perhaps lower 
interest rates will be stimulated to 
promote more expansion of the econ- 
omy in keeping with an “easy money” 
policy. ‘““However, while the structure 
of short-term interest rates, including 
the bank rate, provides an index to 
monetary conditions,” spokesmen for 
the bank pointed out, “it does not fol- 
low that every change in bank rate or 
in the level of other short rates neces- 
sarily. indicates a change in general 
economic conditions.” 

At about the same time the Central 
Mortgage and Housing Corporation, a 
subsidiary of the Bank of Canada, an- 
nounced that loans under the National 
Housing Act, would in the future 
carry 514 per cent interest instead of 
5% per cent. The new rate is to apply 
also to home improvement loans which 
were recently permitted by Canada’s 
chartered banks under a government 
guaranty. 

As a result of the drop in bank in- 
terest rate, a change was seen in the 
international money market on the 
value of the Canadian dollar. Some 
time ago it began to drop from a pre- 
mium of about 3% per cent over the 
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Regina, Ist branch of Toronto-Dominion Bank since merger 


By JAMES MONTAGNES 


U.S. dollar and before the end of Feb- 
ruary had declined to just less than 
2 per cent-premium. This change was 
reflected in the increase in the prices 
of gold and wheat. Exporters found 
the lower Canadian dollar improved 
their sales in world markets, while 
importers in some cases had to pass 
on the increased cost of goods to their 
customers. 

The Canadian dollar has been above 
par with the U.S. dollar since Febru- 
ary 1952, reaching at times close to 5 
per cent premium. For Canada’s gold 
mines, this has meant a drop in reve- 
nue, since gold is paid for on the basis 
of the official price of $35 an ounce in 
U.S. funds. Gold mines in some cases 
were accorded government assistance 
to remain in operation. 

The Canadian government’s_re- 
serves in U.S. dollars and gold, which 


are about $1.9 billion, have also in- 


creased in value as the premium on 
Canadian dollars dropped. 


* ° + 


Branch Expansion 


Barclays Bank Canada, Ltd., on 
March 7 opened its second branch in 
Toronto in a new office building. The 
glass front entrance of the branch 
carries a large replica of the bank’s 
crest, a bird with spread wings. The 
bank has a full glass front, indirect 
fluorescent lights and is equipped with 
all-steel furniture in decorator colors. 
Barclays Bank, which is an affiliate 
of the Barclays group of banks with 
headquarters in London, England, this 


Among the most recent of the new quarters opened in Canada’s branch expansion program 


2nd Toronto branch of Barclays Bank in Canada, Ltd. 


spring will also open a branch at Vic- 
toria, British Columbia and its third 
Montreal, Quebec, branch. 


* e * 


The first branch to bear the new 
joint Toronto-Dominion Bank name 
was opened at Regina in February 
personally by A. C. Ashforth, presi- 





Mr. Ashforth is at the desk 
President opens first new branch 


dent of the bank. The branch is the 
33rd of the newly merged Toronto- 
Dominion Bank in Saskatchewan, and 
represents the start of the bank’s 
plans for expansion in western Canada 
and in the Atlantic coast provinces. 


. e . 


Duteh Insurance Firms 
Expand to Canada 


One large Dutch insurance company 
has already established a head office 
in Toronto and a second will begin 







Canadian operations this summer. The 
expansion of these Holland companies 
will mean a larger inflow of European 
finance for Canada. 

The Holland Life Insurance Society, 
Ltd., began its operations a short time 
ago. The company’s parent firm, Hol- 
landsche Societeit van Levensver- 
zekeringen N. V. was founded in 1807 
and claims to be the oldest company 
of a pure insurance nature in the 
world. 

The second company with its affil- 
iates, the Netherlands Insurance Com- 
pany, will open its head office in To- 
ronto this summer. This company was 
founded in 1845. In announcing his 
firm’s Canadian expansion, J. Van der 
Velden said, “Canada is one of the few 
countries which has possibilities of 
growing and we think that a new en- 
terprise has a good chance of growing 
with it.” 


e & es 


Personnel News 


At the Royal Trust Company, Mon- 
treal, Ross Clarkson has been elected 
chairman of the board, succeeding R. 
P. Jellett, who was elected honorary 
president. J. Pembroke, formerly vice- 
president and general manager, has 


been elected president, and J. M. 
Wells, formerly an assistant general 
manager, has- been appointed to the 
office of general manager. 

a 


William Kerr, general manager of 
the Toronto-Do- 
minion Bank, head- 
office Toronto, has 
been elected vice- 
president and gen- 
eral manager. Pri- 
or to the amalga- 
mation of the Bank 
of Toronto and the 
Dominion Bank, 
Mr. Kerr had occu- 
pied the position of 
general manager of 
the Bank of Toronto. 
* 


Gordon R. Ball, president of the 
Bank of Montreal, has been appointed 
a vice-president of the Royal Trust 
Company, Montreal. 





W. KERR 


& 


A. F. Mayne, assistant general man- 
ager of the Royal Bank of Canada, has 
been appointed associate general man- 
ager in a move to provide for a more 
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Rotterdam 





At your service...in The Netherlands 


DE TWENTSCHE BANK nv. 


Head Office: Amsterdam 


Branches throughout the Entire Country 
New York Representative—A. Philippe von Hemert, 42 Broadway 
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The Hague 
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San Francisco--333 California Street 
Chicago: Special Representative’s Office, 141 West Jackson Blvd. 


New York --64 Wall Street 


625 BRANCHES ACROSS CANADA + 


72 


TO s ZCOKS' oF: 
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R. W. SHANNON A. F. MAYNE 


even distribution of the heavy respon- 
sibilities of the management of Can- 
ada’s largest bank. 

R. W. Shannon, general inspector of 
the Royal Bank of Canada, has been 
promoted to an assistant general man- 
ager and his duties will be with the 
bank’s business outside Canada. 


& 


Philip E. Larson, a graduate of the 
University of Denver and an officer 
with the U.S. Air 
Force during the 
Second World War, 
has been appointed 
administrative of- 
ficer of the Cana- 
dian Bank of Com- 
merce. Prior to this 
appointment he 
was engaged in ad- 
ministrative duties 
at the bank’s head- 
office at Toronto. 
He succeeds C. S. Smith, recently ap- 
pointed a superintendent of the bank 
at its head-office. 





P. E. LARSON 


Sd 


At the Chartered Trust Company, 
Toronto, H. G. Soward, secretary, and 
K. Burn, estates department manager, 
have been appointed assistant general 
managers. 


e 


M. Aylsworth, president and general 
manager of the Huron & Erie Mort- 
gage Corporation and the Canada 
Trust Company, head-offices at Lon- 
don, Ontario, has retired as general 
manager, but remains as president of 
both companies. R. P. Baker and J. 
Allyn Taylor, assistant general man- 
agers of the two companies, have been 
appointed joint general managers of 
the organizations. 


J. A. TAYLOR 


R. P. BAKER 
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Safety First 











THE WAVY LINES @ ARE 
A LA MONTE TRADE-MARK 
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The importance of safety is underscored by the evidence one sees 
everywhere. But when La Monte combined fine appearance with 
the unique tamper-proof properties possessed by its Safety Papers 
a double service was performed. Bankers everywhere were quick to 
recognize the value of this service. Today La Monte Safety Papers 
are used in large quantities for checks and other negotiable docu- 
ments the world over. If you have not yet discovered the value of 
these superior papers your lithographer can show you samples or 
we'll gladly send them direct. 


A Check Paper All Your Own 
Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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Norri AMERICAN bank officers consider a Lawrence Field Warehouse 
Receipt as much a synonym for “security” as a Certified Check. They 
know that $1,000,000 in legal liability and fidelity bonds — in each of 
more than 2500 Lawrence Field Warehouse locations—are back of every 


Lawrence receipt. 


And these bank officers like the way Lawrence does business. The 
Lawrence IBM Commodity Collateral Report, for example, is electron- 
ically compiled to keep loan officers always informed on current inven- 


tory values. It also reduces the cost of servicing loans. 


Specify Lawrence —and be SURE! 





LAWRENCE ON WAREHOUSE RECEIPTS _|- +. IS LIKE CERTIFIED ON CHECKS © 
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NATIONWIDE FIELD WAREHOUSING 


37 Drumm Street, San Francisco, California 


100 N. La Salle St., Chicago 2,111. ee #79 Wall Street, New York 5, N. ¥. 


OFFICES IN PRINCIPAL CITIES 
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THE BOOKLET COUNTER 








Chase-Manhattan Merger Analy- 
sis ... This is an interesting study 
of the proposed merger of The Chase 
National Bank and the Bank of the 
Manhattan Company. It was prepared 
by a New York investment firm, a 
dealer in bank shares, because of the 
importance of the two banks involved 
and the significance of the merger. 
The study covers the gains available 
to the two banks individually through 
joining forces as well as the growth 
potential of the resulting institution. 
Of special interest to banks generally 
are sections of the study dealing with 
the social and economic developments 
bearing upon the “national merger 
scene,” the “local scene” in New York 
City and the “question of monopoly.” 


Department Store of Financial 
Services . . . The bank that produced 
this booklet calls it a “‘modest brochure 
outlining our financial services.” How- 
ever modest, it is thorough, concise. 
In easy-to-grasp language and in ten 
minutes’ reading time, it enables the 
reader to become familiar with the 
actual scope and variety of the bank’s 
services. A prime example of the way 
a bank can broaden the public’s knowl- 
edge of all its services, a knowledge 
that is often lacking. 


Personnel Administration .. . 
Personnel administrators and super- 
visory officers in banks and other fi- 
nancial organizations of all sizes will 
be interested in the two books that 
make up this offering. One is a reprint 
of a speech made by an assistant sec- 
retary of a large Wilmington, Dela- 
ware, trust company. In this booklet 
the author gives numerous timely 
pointers on the policies and functions 
of personnel work, including orienta- 
tion, training, counselling, compensa- 
tion, etc. The other booklet is a source 
guide for information on personnel 
administration. It lists some 375 ma- 
jor journals, associations, publishers 
and industrial relations centers from 
which information can be obtained. 


Our Profit Sharing and Pension 
Plans ... Here is a booklet on pen- 
sion and profit-sharing plans that is 
outstanding. It sets forth in an un- 
usually interesting way a summary of 
the retirement and profit-sharing pro- 
grams of a Chicago bank. The booklet 
contains a number of panels in which 
specific questions concerning the plans 
are answered in an easy-to-understand 
manner. It covers eligibility and con- 
tributions, the various benefits to the 
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Mirrors the merger movement 


employee and his family, and how and 
when benefits are distributed. It also 
contains examples of benefits based 
upon three different salary rates. 


Welcome From Fidelity Em- 
ployees . . . A different approach is 
employed in this employees’ manual. 
Usually, it is management speaking 
to the newcomers in such books. But 
in this one, produced by a bank in 
Philadelphia, the welcome comes from 
“Your fellow employees.” Written 
from their viewpoint, it tells the new 
employee how to get acquainted, what 
his opportunities are, the bank’s serv- 
ices, the extra benefits, duties, etc. 


Studies on Brazil, Germany .. . 
The foreign department of a large 
New York City bank publishes these 
foreign business studies periodically 
for the benefit of its correspondents 
and customers interested in foreign 
trade. The two booklets offered are on 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 














West Germany and Brazil. They are 
illustrated with photos and charts cov- 
ering the business, trade and indus- 
trial conditions current in those two 
countries. 


Travelers Checks . . . The First 
National Bank of Chicago recently re- 
designed its travelers checks, the dis- 
tinctive features of which are shown 
in this colorful brochure offered by 
the bank. By way of comparison, the 
brochure’s life-size reproductions il- 
lustrate both the new and old designs 
to make the brochure an excellent 
study in redesigning problems. 


Investment for Jobs . . . What is 
the employment outlook? Where do 
job-making funds come from? Is there 
a shortage of investment capital? 
These and many other questions are 
taken up in this new study produced 
by the U.S. Chamber of Commerce. 
After discussing each question, the re- 
port makes a number of recommenda- 
tions designed to: 1. discover the pre- 
requisite conditions necessary for the 
businessman and the investor to make 
maximum contributions to the econo- 
my, and 2. help clear away the road- 
blocks standing in the way of their 
performance. 


Scheduling Calendar . . . Here is a 
handy and different kind of calendar 
prepared originally by a firm of man- 
agement consultants for its own execu- 
tives’ use. The calendar consists of a 
large sheet of paper, with each side 
containing a full half year’s calendar 
with space ruled off by days and weeks. 
Holidays are clearly marked. It is 
available in reasonable quantities to 
executives of financial organizations 
who have long-range time planning 
problems. 


Revolving Doors . . . This most 
recent booklet of a leading door manu- 
facturer will be useful to any financial 
organization concerned with building 
or modernization plans. It contains nu- 
merous installation photos as well as 
complete architectural details and spe- 
cifications on various types of revolv- 
ing doors. It also illustrates a full line 
of swinging doors. 


Syndicated TV Films . .. This 
booklet describes a series of 104 
quarter-hour films entitled “John 
Kieran’s Kaleidoscope.” The films are 
all educational and cover a wide va- 
riety of subjects. A number of finan- 
cial organizations have successfully 
used the series. 
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| Richfield State Bank President Says — 


BURROUGHS COMMERCIAL TELLERS’ MACHINES 
SOLVED AN ACUTE CUSTOMER TRAFFIC PROBLEM 


Lobby of the Richfield State Bank, founded in 1947 and already a 
$9-million institution, showing the Burroughs Commercial Tellers’ 
Machine installation. 


B oh 
WHEREVER THERE’S BANKING THERE’S urroug Se 
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“Burroughs” is a trade-mark. 





it 


S. L. Jerpbak, president of the 
fast-growing Richfield State Bank 


in a suburb of Minneapolis. 


As this busy lobby scene shows, the 
Richfield State Bank could easily 
become a victim of business-para- 
lyzing lobby congestion. But six 
Burroughs Commercial Tellers’ Ma- 
chines keep traffic moving easily 
and rapidly and, as President Jerpbak 
reports, “permit a smooth flow of 
work to the proof department.” 


Many other banks have reported the 
same experience with the Burroughs 
Commercial Tellers’ Machine. They 
like it—and buy it—for the way it 
reduces lobby congestion as much as 
30 per cent, gives better service and 
greater customer protection, and 
results in fewer interruptions at re- 
ceiving and paying windows. 


For complete information about this 
machine, experiences of other banks 
with it, and customer reactions to it, 
get in touch with your local repre- 
sentative of Burroughs Corporation, 
Detroit 32, Michigan. 
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COURT DECISIONS 








By FREDERICK C. FIECHTER., Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Holder in Due Course 


The mere fact that a bank supplies 
contract and note forms that contain 
a small advertisement that the bank is 
a purchaser of such notes does not, ac- 
cording to a recent decision of the 
United States District Court for the 
Northern District of Florida, prevent 
the bank from being a holder in due 
course. 

The bank brought suit against the 
purchaser of various pieces of farm 
equipment who defaulted on notes sold 
to the bank by the concern from which 
the defendant purchased the equip- 
ment. 

The defendant’s defense was that 
he had been sold as new an old, worn- 
out combine which never worked satis- 
factorily, and which. he had attempted 
to have the seller take back. This the 
seller refused to do. 

The bank claimed to be a holder in 
due course of the notes and conditional 
sales contracts which it acquired be- 
fore maturity shortly after they were 
executed by the defendant and without 
any notice of any defects in them. 

The defendant insisted, however, 
that in spite of the absence of notice, 
he could raise the question of failure 
of consideration. The bank testified 
that the notes and contracts were fre- 
quently purchased by other financial 
institutions and that it was not obli- 
gated to and did not, in fact, purchase 
all the conditional sales contracts of 
the vendor of the equipment. 

The Court held that the mere ap- 
pearance of the advertisement did not 
establish a relationship which over- 
came the Uniform Negotiable Instru- 
ments law defining a holder in due 
course. 

Citizens & Southern National Bank v. 
Stepp, 126 F. Supp. 744 (1954). 


e 4 * 


Bank as Principal Is 
Responsible for Agent 

The Texas Court of Civil Appeals 
found in favor of a bank depositor in 
an action of misappropriation of her 
funds after it was shown that the 
bank’s senior operating officer had 
misapplied the funds. 

The defalcation came to light upon 
the death of the bank’s vice-president 
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who when alive had made loans from 
the depositor’s money with her ap- 
proval. In court it was shown that one 


reputable local contracting firm was 
actually used by the vice-president for 
his own purposes. 


of the loans supposedly made to a The court found that the state’s 













Would you be lost 
in a foreign 
market, too? 
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Before doing business with, or in, a foreign country, you would want 
to know something about it, naturally. And when it comes to Canada, 
you will find that businessmen and bankers in many countries get 
the facts from Imperial Bank of Canada about trends, conditions, 
and opportunities. So if YOU contemplate business in, or with, Can- 
ada by all means get complete information from Imperial, the Bank 
that keeps its finger on the pulse of the Canadian economic scene. 
Write on your business letterhead to the Superintendent of Foreign 
Business, Imperial Bank of Canada, Head Office, Toronto, Canada, 
and request your copy of “Industrial Opportunity in Canada.” 


IMPERIAL 


BANK OF CANADA 


Branches to serve you from coast to coast in Canada 
and correspondents throughout the world 
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Industrial... Commercial and Financial Information 
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Continuing Development 





Designed to provide factual information for businessmen this 


111 pages packed with carefully selected facts, graphs, maps, 
and illustrations, describe the Australian scene, the people, 
primary and manufacturing industry, power resources, trade, 
transport and communications, private and public finance, and 


.Z£. BANK 


AUSTRALIA AND NEW ZEALAND BANK LIMITED 


Overseas Department: 


MELBOURNE 


Over 800 Branches and Agencies throughout Australia and New Zealand, in 
Fiji, New Guinea and Papua, and in London. Agents throughout the world. 
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** “Among the many good 
things about EnterTRAINment 
recordings is their portability 
and adaptability for on-the- 
spot use in a branch banking 
system. We are delighted with 
the ‘reception accorded them 
by our staff members.” 

CALIFORNIA 


* “EnterTRAINment records 
dramatize the lessons better 
than any person in our bonk 
could manage. Then, too, the 
employees are impressed by 
the fact that we have properly 
prepared material to give them. 
The ideas thus delivered carry 
far more weight than if recited 
by an individual.” 
MISSOURI 
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89 STATE STREET, BOSTON 9, MASS. 











two-year statute of limitation on ac- 
tions for fraud and deceit was inap- 
plicable because the depositor did not 
discover the fraud more than two 
years before starting suit. Such 
statutes do not begin to run until the 
fraud is discovered. 

The defendant bank claimed that 
the fact that the unfaithful agent had 
acted on behalf of the depositor as 
well as on behalf of the bank pre- 
vented her recovering. 

The court rejoined: “When the bank 
received the funds of appellee for de- 
posit, it became indebted to her for 
the full amount so received and it 
could discharge the obligation thus 
assumed by it in no way other than 
to pay such amount back to her on de- 
mand or to pay the same to some other 
person upon her order. There is no 
evidence that appellee ever ordered the 
bank to pay any sum of money to 
Lyman Walker for any purpose, or 
that she ever authorized the bank or 
[the defaulting vice-president] by rat- 
ification or otherwise, either to pay, 
withdraw or use any part of the 
amount here in dispute for any pur- 
pose whatsoever, other than to make 
a loan of the same to [the contrac- 
tors].” 

“Since,” continued the court, “the 
evidence shows conclusively that no 
part of the disputed amount was paid, 
withdrawn or used for the purpose of 
making a loan on behalf of appellee 
to [the contractors], we think the 
bank must be required to respond to 
appellee for the full amount thereof, 
together with interest at the rate of 
6% per annum from the time when 
the bank improperly charged her ac- 
count with the item in controversy.” 


- - - Bank v. Strickland, 273 S.W. 2d 
667 (1954). 
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Bank’s Liability To 
A Holder of a Check 


Under a provision of the Uniform 
Negotiable Instrument Act, a check 
of itself does not operate as an as- 
signment of any part of the funds to 
the credit of the drawer with the bank, 
and the bank is not liable to the hold- 
er, unless and until it accepts or cer- 
tifies the check. The following case 
illustrates a recent application of this 
law by the Supreme Court of Civil 
Appeals in Texas. 

A bank took $7,000 of a check for 
$17,000 in transit to apply against 
overdrafts which the bank was carry- 
ing for its depositor, the drawer of 
the check. The depositor was accus- 
tomed to paying for grain and then 
covering the check used in payment 
by the proceeds of the sale of that 
grain in a more favorable market. The 
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bank knew about and even encouraged 
this procedure. Consequently the de- 
positor’s account was frequently over- 
drawn in large amounts. These over- 
drafts were covered by the guaranty 
of a third party. 

When the holder of the check 
learned that the bank had taken the 
$7,000 from it, he brought suit to re- 
cover, inasmuch as he had relied on 
the guaranty arrangement between 
the bank and the depositor of the 
check. 

While the Court found neither an 
expressed nor implied agreement on 
the part of the bank to pay the check, 
it held that even had there been such 
an agreement, there would still be no 
liability under the Uniform Negotiable 
Instruments Act, since the check of 
itself did not operate as an assignment 
of funds and the bank did not accept 
or certify the check. 

The Court found that the depositor 
was neither a trustee nor agent for 
the seller of the grain. Therefore, in 
the absence of any direction from the 
depositor to make the check a special 
deposit, the bank had the right to place 
it in his general checking account and 
in pursuance of the debtor and cred- 
itor relationship existing between the 
depositor and the bank, the latter was 
within its rights in applying the pro- 
ceeds of the check to the payment of 
the depositor’s overdraft. 

The Court further pointed out that 
if the bank had paid the $17,909 check, 
its depositor’s overdraft would have 
been- about $22,000, whereas the guar- 
anty was only good up to $10,000. 
Bradley Grain Co. v. Farmers & Mer- 
chants Nat. Bank, 274 S.W. 2d 178 
(1954). 
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Restricting Bank 
Stock Transfer 


In Iowa a bank by its by-laws may 
restrict the transfer of stocks outside 
the bank’s corporation. However, the 
restriction of transfer is strictly con- 
strued and does not apply if the trans- 
fer is made as a bequest. 

In the case in point the plaintiff 
represented the executrix of a bank 
stockholder’s estate. The plaintiff had 
told the cashier of the bank that the 
stock was to be sold in order to close 
the estate. When the bank failed to 
provide a purchaser, the plaintiff him- 
self purchased the stock and received 
an assignment for it from the execu- 
trix. The bank refused to register the 
shares in the plaintiff’s name and he 
brought an action against the bank for 
damages. 

The bank’s refusal to register the 
stock was based on a by-law that pro- 
vided, “No transfer of stock * * * 
shall be made to any person not al- 
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At The Provident Institution for Savings in Boston, RCA TV 
EYE verifies signatures and depositors’ bank balances in seconds! 


RCA TU Eve 


closed-circuit TV speeds up service 
for Boston's oldest bank 


Modern financial institutions and insurance companies everywhere 
are adopting this new RCA development to speed up customer service, 
save tellers’ time and streamline filing and checking procedures. 
TV EYE provides your own closed-circuit television. A crystal-clear 
picture of signature cards, records, docu- 
ments can be transmitted instantly from 
any department or floor to another. Mail 
the coupon today for full information on 
ways in which TV EYE can save you 
thousands of dollars annually. 


RADIO CORPORATION of AMERICA 
ENGINEERING PRODUCTS DIVISION CAMDEN, N. J. 


Send for literature today! 





Radio Corporation of America 
Dept. P-276, Building 15-1, Camden, N. J. 


Please tell me how other financial institutions are making profitable 
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ready a stockholder until notice of 
such wish to transfer be given to a 
meeting of the Board of Directors and 
the same regularly recorded in the 
minutes of said meeting. Furthermore, 
at least one week’s time after said 
meeting must be given before making 
such transfer, and if, during this time 
any stockholder shall offer in writing 
* * * to take said stock at as high a 
price as any outsider may have of- 


fered, said stock must be sold within 
the corporation, * * *” 

The Court held that the by-law was 
legal as a general proposition and was 
a reasonable regulation. Nonetheless, 
said the Court, the right to dispose 
of property by a will, and the designa- 
tion of those who inherit in case no 
will is left, is statutory; the transfer 
of property from a deceased possessor 
to a successor is operated inevitably 
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by law. The Court pointed out that the 
requirement of a prior offer dealt only 
with voluntary transfers of stock, and 
could not deal with the transfer op- 
erated by law. 


Elson v. - - - Bank, 67 N.W. 2d 525 
(1954). 
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tional distributes promotional pieces. 
One recent piece was a 22-page bro- 
chure called, “The Northwest is Boom- 
ing.” It went to thousands of leading 
industrial concerns throughout the 
country and described the many de- 
velopments in oil, taconite, lignite and 
agriculture in the area. It also pointed 
out the continued progress in trans- 
portation, favorable living conditions, 
and the expanding market, all con- 
tributing to the continuing well-being 
of the area. The booklet has been used 
as a sales tool for the area not only 
by the bank, but by other firms and 
agencies carrying on area and indus- 
trial development activities. 

Community development work goes 
on in smaller towns, too, through the 
auspices of local banks. One recent 
example is Grandview, Texas, which 
has a population of less than 1,000. 
Thanks to the First National Bank of 
Grandview and its executive vice- 
president, Ted Watson,-the town has 
a newly formed industrial foundation. 

In a month and a half recently, Mr. 
Watson headed a group of men that 
sold $50,000 in capital to finance the 
foundation. The foundation group 
then borrowed another $50,000 to buy 
a site on which a new building is now 
under construction. A glass fiber com- 
pany has contracted to occupy the 
building for ten years at $900 per 
month. 

The new industry will provide the 
small town of Grandview with a 
monthly payroll of $30,000, will at- 
tract some 50 new families, and has 
already been responsible for a small 
boom in housing construction. 

Said Mr. Watson: “Any country 
banker and any county town can do 
the same thing, if they have the 
gumption.” 


T Reading, Pennsylvania, the Berks 
County Trust Company pro- 
vides another example of a _ bank’s 
work in revitalizing its community. 
Sidney D. Kline, the bank’s president, 
and president of the Pennsylvania 
Bankers Association, has carried his 
interest in community development 
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into the current affairs of the associa- 
tion he heads. In May of this year the 
theme for the 1955 annual convention 
of the P.B.A. will be “the development 
and retention of industry in Penn- 
sylvania.” 

Mr. Kline’s work in industrial de- 
velopment goes back to 1943. While 
still a vice-president, he was presented 
in that year with a new job to handle 
for the bank by J. Turner Moore, who 
was then the bank’s president. The 
job was somewhat far afield from 
banking and the trust business at the 
time. Looking back, Mr. Kline credits 
Mr. Moore with recognizing the fact 
that a bank cannot grow unless its 
community prospers. 

One of Mr. Kline’s first steps was 
to begin a series of conferences with 
others who were thinking about Read- 
ing’s industrial future. The result was 
the formation of the Reading Indus- 
trial Commission, which has since been 
incorporated into the activities of the 
Chamber of Commerce. 

The accomplishments of the cham- 
ber’s industrial development work 
under Mr. Kline have been impressive. 
In the ten-year period, 1940-1950, the 
nation’s industry generally expanded 
its volume by 64 per cent, whereas the 
volume in greater Reading was in- 
creased by more than 80 per cent. In 
the same period the bank deposits in 
the area multiplied three times. 

Mr. Kline is also the chairman of 
the executive committee of the Greater 
Reading Development Fund, which 
was established in 1948. Three city 
and two suburban banks, including 
Berks County Trust, cooperated in the 
fund to the maximum extent allowed 
under state banking law and Federal 
Reserve regulations. 


NE of the most noteworthy 

achievements of the development 
group occurred when a firm manufac- 
turing cargo van bodies was attracted 
to Reading from the west coast. The 
company wanted to set up its oper- 
ations somewhere in the east. The 
group brought it to Reading and com- 
pletely financed the building of facili- 
ties for the firm. Berks County Trust 
took a 20-year first mortgage, and 
other banks in the area gave the firm 
10-year operating loans at low interest 
rates. Following continued expansion, 
the firm today is approaching an 
employment roll of 500 from the Read- 
ing area. 

Currently, the development group 
is negotiating to bring to the city a 
company that makes component parts 
for jet engines, and has arranged to 
finance the buildings required for this 
new industry. 

Another good example of bank 
leadership in community development 
is found at Gallup, New Mexico. Here 
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BRANDT COIN SORTER AND COUNTER 


Motor driven, Sorts and counts | 
mixed coins, pennies to half 
dollars, inclusive. Features new | 
“quick take-apart” construction g 
permitting quick, easy access to 
many of the working parts. 





The improved service you can offer following 
the installation of a BRANDT COIN SORTING 
AND COUNTING MACHINE will make a real 
hit with customers. The speed and accuracy of 
this machine means a shorter wait by customers 
while coins, brought to your bank for deposit, 
are being mechanically sorted and counted. 


You, Mr. Banker, will like not only the BRANDT 
COIN SORTING AND COUNTING MACHINE 
but also its companion machine the BRANDT 
COIN COUNTER AND PACKAGER because of 
the vast amount of time it saves and accuracy 
it assures in the counting and packaging of coins. 


Both machines will return the amount invested 
in them in a surprisingly short period of time. 
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. BRANDT COIN COUNTER AND PACKAGER 


Motor driven. Handles all coins 
from pennies to silver dollars, in- 
clusive. Mechanical improvements 
make for speedier packaging of 
coins with less effort. Hand oper- 
ated machine is also available. 
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the population is 76 per cent Indian, 
and Gallup is known as the Indian 
capital of the Southwest. So, as one 
phase of its program, the Merchants 
Bank takes a prominent role in such 
events as the Indian Ceremonial which 
each year attracts thousands of tour- 
ists, and is the city’s “thank you” to 
the Indians for the important part 
they play in the economy of the area. 

Merchants Bank has long been 
active in the Ceremonial Association 
which helps ea¢h year to make the 
event successful and to keep it on a 
sound financial basis. The bank helps 
to produce and distribute thousands 
of colorful folders that describe the 
history and meanings of the tribal 
dances; with pictorial maps and 


striking illustrations these folders 
help to draw tourists and make popu- 
lar souvenirs. Vice-President William 
A. Hagberg, who recently received the 
highest number of votes in an elec- 
tion of board members for the Cere- 
monial Association, is also chairman 
of a drive to found an Indian arts and 
crafts museum in Gallup. 

Last year Mr. Hagberg helped.the 
local chamber of commerce prepare 
a 30-page “Economic Survey of Gal- 
lup, New Mexico,” which furnishes 
prospective new businesses and manu- 
facturers agents with virtually every- 
thing they need to know about the 
city. It tells how money flows through 
the business aréa, where it is gener- 
ated in the trade area, how much the 
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taxes are, what they are used for, 
the school situation, and many other 
details of interest to commercial firms. 

Requests for copies of the survey 
are still coming in at The Merchants 
Bank from chambers of commerce, 
industries and universities through- 
out the country. Interest in the survey 
prompted several other communities 
in the Southwest to make similar 
studies. 

When the city passed a one-cent 
tax on packages of cigarets last year, 
as a means of building up a recreation 
site and program fund, Mr. Hagberg 
was named to head the committee on 
the development of the project. He has 
also been campaign chairman for a 
recent chamber of commerce mem- 
bership drive and for a community 
concert drive. 

The activities of The Merchants 
Bank and Mr. Hagberg along com- 
munity development lines have promp- 
ted the local newspaper to feature 
them in front page stories and edito- 
rials telling of their work and of its 
value to Gallup. 


HE First National Bank and Trust 

Company of Oklahoma City, Okla- 
homa, set up its industrial develop- 
ment department some six years ago, 
under the direction of Vice-President 
Oscar Monrad. Since the bank has 312 
of Oklahoma’s 380 banks as corres- 
pondents, the department is run on a 
statewide rather than a regional or 
local basis. 

Although many instances of the 
industrial growth of Oklahoma City 
and the state cannot be traced di- 
rectly to the bank’s development de- 
partment, many others can be. And 
although the industrial development 
work of the First National’s depart- 
ment under Mr. Monrad is statewide, 
the bank as an organization never 
loses sight of the fact that its first 
duty is to its home town. The bank 
maintains the closest possible working 
relations with the Oklahoma City 


| Chamber of Commerce and its very 


| active industrial department. 


| tricts. Mr. 





One example of the bank’s partici- 
pation in a local industrial project is 
its work with Oklahoma Industries, 
Inc., owners and developers of one 
of the city’s leading industrial dis- 
Monrad was one of its 
original promoters and has acted as 
vice-president, director and treasurer. 
It is a community-financed corpora- 
tion in which a number of the bank’s 
officers have made investments. 

Its 110-acre tract is now almost 
completely filled with light manufac- 
turing plants, warehouses and indus- 
trial office buildings. In the district 
are such names as Allis-Chalmers, 
Minneapolis-Moline, Bendix-Westing- 
house, and others. 

One of the bank’s major efforts to 
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increase payrolls ‘in Oklahoma has 
been its leadership in the Oklahoma 
Industrial Development Council. This 
statewide organization, which has 
been under Mr. Monrad’s direction 
for the past two years, has in four 
separate years sponsored industrial 
tours of two weeks’ duration. Each 
of the tours was quite similar to 
the one completed last Fall, when 68 
businessmen spent a week in New 
York City, 12 in Bridgeport and 12 
in Hartford, Connecticut, 12 in Provi- 
dence, Rhode Island, and 29 in Boston, 
Massachusetts. On 1,103 calls, inter- 
views of 20 minutes or more were had 
with executives, and it was found that 
289 of the concerns visited planned 
to expand their operations. 

Nearly 700 firms with headquarters 
all over the United States do business 
with The First National. Mr. Monrad 
travels from 20 to 24 weeks out of 
the year calling on these firms and 
along with the calls, dovetails his 
work with industrial prospects. 

In conjunction with these trips the 
bank sends out in advance its indus- 
trial promotion pieces bearing on the 
advantages offered by Oklahoma. Two 
recent folders were entitled, “Is This 
a Target for Sales? Branch Manufac- 
turing? Raw Materials?” and “In 
Focus with Your Business in Okla- 
homa and the Southwest.” These fold- 
ers carry a covering letter announc- 
ing that Mr. Monrad will visit a 
particular city and will stay at a 
certain hotel while calling on national 
accounts. The folders and announce- 
ments go to a contact and prospect 
list of 2,200, and to all of the national 
accounts to be called on. 


HESE have been only a few of the 

recent instances of bank commun- 
ity development activities. For the 
bank officer interested in learning 
more about the subject, there is a 
wealth of material about the experi- 
ences of banks in community develop- 
ment programs among the theses of 
the Graduate School of the American 
Bankers Association, New York City, 
and in the library of the Financial 
Public Relations Association, Chicago. 

A number of non-banking organiza- 
tions have produced timely aids on 
how to attract industry to a locality. 
For example, last summer the U.S. 
Chamber of Commerce, Washington, 
D.C., released a 28-page booklet en- 
titled “Finding Prospects for Com- 
munity Industrial Development.” The 
booklet touched upon many possible 
methods of discovering prospects. An 
especially helpful section listed a num- 
ber of current information sources. 
The U.S. Chamber also last year pub- 
lished another helpful booklet entitled, 
“What New Industrial Jobs Mean to 
a Community.” This booklet was an 
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Another new branch bank... 





--.- another new 


HERRING - HALL - MARVIN 
5-STAR VAULT ENTRANCE 


WHEN the new Chula Vista branch 
of The First National Trust & Savings 





Bank of San Diego, California, opens 
its doors on or about July 15th, the 
feature attraction will be the beautiful 
stainless steel vault door that weighs 
31 tons, yet opens and closes at the 
touch of a button. 

In other recent openings, this ex- 
citing development in bank vault 
equipment has shown its ability to draw 
crowds and to hold the interest of all 


who respond to the bank’s invitation 





to inspect the new quarters. 

Because the Five-Star Door is dramatic in appearance and in oper- 
ation, its publicity value is great. Yet, even more important is the 
day-to-day functional value of the first and only vault door with 
PUSH-BUTTON CONTROL! 


If there’s a new vault entrance in your bank's 
future, write now for interesting brochure. 


Herring-Hall-Marvin Safe Co. 


HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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Records roll—to the seated operator! 
ROL-DEX working-level-files 


provide organized work centers 
in which all required records, 
forms and auxiliary equipment 


are at desk level 


within reach 


of the seated operator. 


The flexible design of ROL-DEX 


equipment allows its application 


to 


any type of active record 


handling (a flexibility possible 
in no other equipment), enabling 


new time-saving procedures, speeding 


service, increasing efficiency and 


WATSO 


Company 


WATSON (established in 1887) also builds-standard and custom built bank counter equip- 
ment, as well as a complete line of filing cabinets, courthouse and hospital equipment. 


cuttin g costs! 


N MANUFACTURING CO., Inc. 


Rol-Dex Division, Dept. C-2 
Jamestown, New York 
Please send a copy of "How Banks Cut Record Keeping Costs.” 
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effort to measure the quantitative 
effects on a community of a new 
industrial payroll. 

Still another book on the subject of 
community development has been pre- 
pared jointly by the Pennsylvania 
Chamber of Commerce and the Depart- 
ment of Commerce, both of Harris- 
burg, Pennsylvania. This excellent 48- 
page book, “Local Action for Com- 
munity Development,” offers a prac- 
tical yardstick for determining what 
a community has, what it needs, and 
how it should plan for the future. 
A special feature of this book is its 
series of check lists and survey-type 
questions which enable the user to 
make a thorough analysis of his com- 
munity. 

Much valuable information can also 
be obtained from the success of vari- 
ous organizations participating in 
group action in several parts of the 
country. Notable among these is The 
New England Council for Economic 
Development and Regional Coopera- 
tion, Boston, Massachusetts. The 
Council has published a series of books 
on the economic status of New Eng- 
land and has been influential in at- 
tracting new business to many parts 
of New England. 

At least three Federal Reserve 
Banks—at Boston, Philadelphia and 
Atlanta—have published periodic re- 
views of industrial development cor- 
poration activities. 

So, paraphrasing the comment made 
by Country Banker Watson at Grand- 
view, Texas, just about any local bank 
can study its area possibilities and 
be a vitalizing influence in community 
development if it has the desire to 
do so. 


SECURED 
DISTRIBUTION 


CONTINUED FROM PAGE 37 


selling representatives to enter this 
lucrative home appliance market. The 
limited working capital of these repre- 
sentatives is being used for sales 
promotion, and not tied up in inven- 
tory stocks on hand. The banks are 
making sound loans with warehouse 
receipts as collateral, with the further 
assurance that forced liquidation of 
distress stocks can be avoided. 

This sales program represented the 
only effective way in which this manu- 
facturer could reach these new mar- 
kets without setting up a highly ex- 
pensive selling organization of his 
own. 

The second example is the case of 
the paperboard fabricator who asked 
his bank for a large loan based on raw 
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paperboard stocks. The bank was un- 
able to handle the loan because the 
paperboard stocks were cut to the 
specifications of the fabricator and 
not readily saleable in the open 
market. 

At this point the bank suggested 
that the manufacturer of the paper- 
board stock place a sizeable inventory 
in a “Secured Distribution” ware- 
house on the premises of the fabri- 
cator, with warehouse receipts run- 
ning to the manufacturer as his secur- 
ity and guarantee of title. The bank 
in turn offered to lend money to the 
fabricator, with the finished con- 
tainers resulting from the processing 
of the paperboard stocks serving as 
collateral for the working capital 
loans. 

Because of their faith in the fabri- 
cator’s ability to produce economically 
and market the containers success- 
fully, the manufacturer agreed to the 
bank’s suggestion and the two worked 
out what proved to be a satisfactory 
financing program. 

As the result, the fabricator has 
been able to expand his operations, 
having available at all times an ade- 
quate supply of raw material and 
sufficient working capital supplied by 
the bank. 


HE third example is that of an 

air conditioning company which 
desired to break with tradition and 
initiate the practice of shipping to its 
distributors well in advance of peak 
season needs in order to gain a num- 
ber of advantages. First of all, the 
company management wanted to get 
the plant production schedule on a 
year around basis, to avoid peaks 
and valleys. In order to accomplish 
this objective, they had to schedule 
shipments to distributors during the 
months of November through to May. 
These shipments were made to the 
field warehouses located on the prem- 
ises of the outlets, under the “Secured 
Distribution” plan, with the company 
retaining title, at their option, on a 
bona fide security, thus eliminating 
the normal credit risk. 

As a corollary to this program the 
company also arranged for their dis- 
tributors to move the air conditioning 
units into trade channels prior to the 
peak months of late spring and early 
summer. This movement has been 
accomplished by arranging a retail 
financing plan whereby the ultimate 
user of the equipment could have the 
air conditioner installed in January on 
a 36 months payment plan, with pay- 
ments starting in May. Through spe- 
cial arrangements with the company, 
the customer’s note is discounted by 
a commercial bank, thus providing 
the cash by which the distributor pays 
for the equipment. 

As the result, the winter sales made 
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“Tive Put a Stop to 


that Monkey Business... 


“,.. Easy as fallin’ off a log! I’ve found a way 
to cancel checks so they stay canceled. Better 





still, it cancels ‘em all, can’t miss a single one! 


“Certainly winds up that trouble we’ve 
always had, of checks being cashed 
twice. Either we didn’t get ’em all with 
‘the hand stamp or somebody did away 
‘with the hand-stamp cancellation. 

“Now I’ve got a machine that punches 
holes in checks, holes you can read, that 
say ‘paid,’ and give the date. 

“Bookkeeper uses it—they call it a 
perforator. Cancels checks as fast as he 
enters ’em. It’s the smoothest wrinkle 
yet for banks!” 

Cummins perforation is still the 
“smoothest wrinkle” for check cancella- 
tion. Cummins Perforators offer safety, 













speed and low cost unchallenged by any 
other method. Ninety-eight percent of 
the nation’s banks cancel checks by per- 
foration; 85% of those banks use Cum- 
mins ! 

Some banks which mistakenly re- 
turned to the horse and buggy days of 
face stamping, in conjunction with 
other banking operations, have gone 
back to perforating. They found other 
methods cost more and they did not 
want to risk such disastrous incidents 
as the Mankato theft of 1917, when 
$15,000 worth of face-canceled cashier’s 
checks were stolen and recirculated 
after cancellations were removed. 

If your bank has switched, or is con- 
templating a switch, to old-fashioned 
face-stamping, send for the Cummins 
man. Let him tell you about the experi- 
ence of other banks which have changed, 
then changed back. It will save you the 
expense of making the experiment. 

Or, send coupon for information on 
check perforation vs. face cancellation. 


IN BUSINESS AND BANKS @ SINCE 1887 
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Chi Corp 


Dept. BC-45, 4740 N, Ravenswood Ave., Chicago 40, Ill. 
Without obligation, please send me newly discovered facts 
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Cummins 
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Machines about check cancellation. 
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Australia 


from 
a business 
point of view 


This booklet will assist anyone 
contemplating establishing a 
business in Australia, whether it 
is a small retail business or a 
large manufacturing company. 


Written with the authority of Australia’s oldest and largest 
joint-stock bank, it offers those who wish to start a new enterprise in 
that young but growing country a short account of the framework of 
business organization throughout the Commonwealth of Australia. It 
also affords some knowledge of the problems and conditions which 
would be met. 


If you are interested in establishing a business in Australia, 
write for a free copy of this book to: 


BANK OF NEW SOUTH WALES 


BRITISH & FOREIGN DEPARTMENT, SYDNEY, AUSTRALIA 
John W. McEwan, Manager 
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STRAYER COIN BAG CO., Inc. 


New Brighton, Pa. 
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possible by the retail financing plan 
enable the company production lines 
to operate on a leveled-out annual 
schedule. The distributors benefit by 
being enabled to carry an adequate 
inventory of all models without tying 
up their working capital. The bank 
also benefits because retail business 
has been created which would not 
otherwise be produced, since the bank 
would be reluctant to finance an in- 
ventory of specialized equipment sub- 
ject to changes in models and design. 

The company experimented with 
this plan during the 1954 air condi- 
tioning season, and has been so well 
pleased with the results that this 
program is currently being extended 
to additional distributors in areas not 
formerly included in this campaign. 

The fourth example discusses the 
problem which confronts the manu- 
facturers of radios, television sets and 
refrigerators who desire to have their 
full line of appliances carried and 
financed by the wholesale distributors 
and retail dealers. The manufacturers 
in this field find it necessary to work 
closely with these middleman distribu- 
tors, as they furnish the service to 
the consumer and carry the parts 
needed for repairs. To carry the com- 
plete line of radios and television sets, 
especially if color television is in- 
cluded, represents a large investment 
in working capital. 


NE manufacturer of radio and 
television sets arranged to ship 
substantial inventories of his complete 
line to selected distributors under the 
“Secured Distribution” plan. When 


‘the cases were received at the field 


warehouse on the distributor’s prem- 
ises, the warehouse company was 
instructed to deliver a reasonable 
dollar volume amount to the distribu- 
tor without payment by him. When 
these units had been turned into 
sales, the accounts receivables created 
through this free delivery were hy- 
pothecated by the distributor at his 
bank. From the funds realized by 
this loan the distributor was able to 
pay the manufacturer. Although the 
radio and television sets were actually 
private collateral of the manufacturer, 
the bank made its loan on the basis of 
the accounts receivable at the local 
level. 

This procedure has worked out very 
successfully, as it provided local dis- 
tributors with needed working capital 
and made it possible for the manufac- 
turer to make sure of having sound 
and well-financed outlets for his line 
of appliances. 

In this year of exceptional indus- 
trial activity, some form of field ware- 


_ housing, particularly the “Secured 
| Distribution” program, is constantly 


being put to work across the continent 


| to help solve difficult marketing situ- 
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ations and enable distributors and 
dealers to be provided with the work- 
ing capital needed to meet the complex 


selling conditions of today. The bank | 


loan officer familiar with this proce- 
dure can in most situations advise a 
workable solution for financing, even 
when the commodity loan problem 
appears almost impossible to solve. 


RURAL 
PROJECTS 


CONTINUED FROM PAGE 39 


feed and hay to outside suppliers. It | 


would keep the money at home, and he 


could use it to repay his loan at the | 


bank. 

We shocked some bankers by mak- 
ing these loans for two years, payable 
in two installments, at 2 per cent in- 
terest. Admittedly, at that early stage 
it may have looked a little radical. 
Nobody knew for sure that our farm- 
ers could raise alfalfa successfully, 
even though the experiment station 
folks could do it. Alfalfa had an old 
black eye in the area, left over from 
a quarter century previous when 
alfalfa experiments were made with- 
out proper soil preparation. We were 
asked repeatedly what made us think 
a risky loan was worth only 2 per cent. 

In the first place, we were completely 
sure. that alfalfa would work out 
profitably here. If it proved spotty 
rather than universally successful, our 
losses could not prove too punishing 
on a total of $50,000 loaned. As for the 
rate, we were trying to make the idea 
as attractive as possible to the farm- 
ers, and if we did not loan this to them 
we would doubtless put the $50,000 
into Governments at certainly no 
higher yield. 

To give the alfalfa program real 
momentum, we swung all the force of 
our advertising effort behind it, using 
as our slogan “Milk flows where al- 
falfa grows.” We increased our ad- 
vertising, so that it included not only 
newspaper and radio, but also bill- 
boards. All of this hammered on just 
one theme, that farmers should raise 
alfalfa and that they could borrow 
$500 at low cost from us. We did not 
advertise the 2 per cent rate, but that 
word soon got around. We required no 
security, and did not put the farmer 


on monthly or milk-check repayment. | 


The borrowers were almost exclusively 
in the middle group of farmers. The 
best farmers already had the money 
for alfalfa, and we of course did not 
loan to the poer credit risks among 
the farmers. But we drummed up 
enough general interest and enough 
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One hand operation. Loaded 
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Sturdy construction, inter- 
locked cases and positive 
stops prevent suspended 
drawers from tipping. 
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Safe-T-Stak files double stor- 
age room capacity . . . (com- 
pared to cardboard contain- 
ers on shelves). 


Designed to fit bank records Diebold files 
are available in two styles ...(1) with steel 
glides, and (2) with nylon 4-point glides 
and 2-point roller-suspension. 


Diebold’ |= 


902 Mulberry Rd., S. E. City 
Canton 2, Ohio 
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STANDARD SIZES STACK 
FOR CHECKS, CEILING 
DEPOSIT SLIPS HIGH! 
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you can’t afford cardboard 
when you can have © 


DIEBOLD 
STEEL STORAGE FILES 
at the same price... ar/ess/ 


TODAY ... more than ever ... the false initial “econ- 
omy” of fragile cardboard containers is a luxury you 
can’t afford! NOW .. . you can have Diebold steel files 
at the same cost or less. In addition, Safe-T-Stak steel 
storage files save 50% in space ... eliminate shelving 
and replacement costs... increase efficiency. 


Before investing money to expand your record stor- 
age area, see how much existing space can be saved 
by Safe-T-Stak files. Many banks have avoided un- 
necessary building expense by converting to Diebold 
steel files. 


Diebold representatives are experienced in planning 
record storage facilities for maximum efficiency at 
lowest possible equipment, time and space costs. With- 
out charge, these additional services are furnished with 
each order for 100 or more Safe-T-Stak files: 

1. Free Installation 

2. Record Management Manual 

3. File Room Layout 

4. Automatic Record-Destruction Plan 


Call your local Diebold representative or send 
coupon today. 


Diebold, Inc. 

902 Mulberry Rd., S. E. 
Canton 2, Ohio 

Please send full information on planned bank-record storage 
in steel files at new low prices. 
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SPECIALIZING 

IN 

CANADIAN INDUSTRIAL 
FINANCE 


Businessmen who are interested in establishing or expanding 
Canadian industrial facilities might find it worthwhile to consult 
with the Industrial Development Bank, a wholly owned subsidiary 
of the Bank of Canada. |.D.B. has wide experience in Canadian 
industrial problems and specialized knowledge of business prac- 
tices, markets and many other factors affecting the success of a 
Canadian venture. Should term financing be required for a 
plant and equipment of a type not available through regular 
commercial channels on reasonable terms and conditions, |.D.B. 
may be able to suggest a practical answer. If you would like 
more information we suggest you communicate with: 


INDUSTRIAL DEVELOPMENT BANK 


Office of the General Manager 
901 Victoria Square, MONTREAL, CANADA 
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Your signs and posters are sure to get attention when displayed 
in these beautiful, satin-finish frames ..at home in any decorative 
scheme. Paper signs are mounted in seconds and easily changed. 


These maintenance-free frames are available for wall hanging, 
counter top or floor display. Wall frames, with hanging tabs, for 
sheet size 11’’x 14”- $3; 22’’x 28”- $6; 25”x 38”- $8 F.O.B. De- 
troit, Mich. Prices quoted for delivery in U.S.A. 

| Order Today or Write for Descriptive Folder 
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Cat. $240, $17.50 Cat. S151, $9.00 
15209 DETROIT AVE. » LAKEWOOD 7, OHIO 


















... LET US MAKE 
METAL LETTERS FOR YOU! 


“Modern-Age” Lettering for the exterior of your 
buildings. Many standard styles to choose from — 
at prices that will amaze you. Made in all metals 
and finishes. 


Write today for our 88 page Catalog. 
SPENCER INDUSTRIES INC. 


1508 N. MASCHER STREET 
PHILADELPHIA 22, PA. 





acceptable loan applications so that 
we got most of our $50,000 into bor- 
rowers’ hands that first season. 

Since then we have kept working 
away at it, and as experience removed 
any lingering doubts about its sound- 
ness, we raised the lid off the alfalfa 
loan limit. Now we are willing to let 
a good farmer have just as much al- 
falfa crop money as he is entitled to 
on the strength of his credit. 

We have a list of 172 farmers in the 
Marshfield area who have alfalfa pro- 
grams of various size undertaken since 
the start of our campaign five years 
ago. We have no doubt that a farm- 
by-farm enumeration would double or 
triple this listing. Many farmers have 
gone ahead with alfalfa projects with- 
out either consulting the official ad- 


| visors or borrowing at this bank. 





Others have probably financed such 
projects at other banks or with money 
obtained from other sources. 


T the time we got this work under 
way, the largest local dealer sold 
100 pounds of alfalfa seed annually. 
Last year he sold 500 bushels, or 
30,000 pounds. Other dealers have 
increased their seed sales propor- 
tionately. When we first undertook 
the alfalfa program, we made a point 
of talking it over with the feed dealers 
in the community. They were selling 
mill feed and hay to the dairy farm- 
ers. Our alfalfa project, if successful, 
certainly would cut into this business. 
But we pointed out to them that they 
would sell more seed, more lime and 
fertilizer, and eventually would be in 
position to sell surplus alfalfa hay 
produced on local farms. They saw it 
the same way, and have cooperated 
enthusiastically. 
Throughout the work, we have 
stressed cooperation with everybody 


| concerned. We have consulted and 





planned with the state university, the 
experiment station, county agents, 
vocational agriculture teachers, local 
business organizations, and so on. We 
have integrated our program with the 
statewide agricultural programs of 
the Wisconsin Bankers Association, 
with the regional Wisconsin River 
Headwaters Association, and as we 
got into forestry activities with the 
state-wide industry-fostered associa- 
tion, Trees for Tomorrow. One con- 
sequence of this working method has 
been that all along the way we have 
been encouraged by practically every- 
body, instead of meeting opposition. 

Successful as the alfalfa program 
has been, we keep on with our pro- 
motion of the idea. Every once in a 
while we use our regular newspaper 
space to reprint a testimonial letter 
from some farmer who has made al- 
falfa pay well, or to give prospects 
some hints on our radio program. Like 
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any good idea, this one will continue 
growing faster with the aid of a little 
outside assistance. 


N 1953 we added a second idea to 

our farm service program. We 
rented the local armory, developed a 
program of speeches by recognized 
authorities on farm subjects, and at 
the end of the evening provided free 
lunch and free beer, topping it off 
with a dance from 10 p.m. to 1 a.m. 
More than 900 people attended what 
we called our Rural Round Table. 
We repeated it a year later, with 1,000 
in attendance and speakers from the 
University of Wisconsin, University 
of Minnesota, American Dairy Asso- 
ciation, and the Marshfield Branch 
Experiment Station. The cost is small, 
around $1,000 and we certainly get 
that value back in improved public 
relations among the farm public, with- 
out counting any benefits that come 
through helping the farmers to in- 
crease their profits and thus to in- 
crease our bank’s business. 

With us, as with a good many other 
banks that have gone actively into 
farm service, it proved to be habit- 
forming. For one thing, the more a 
banker learns about agriculture in his 
community, the more he learns the 
farm heeds. That is how we got started 
on pasture renovation. 

Pastures are the other side of the 
cattle forage picture. Precisely the 
same things were wrong with pastures 
in our community as had previously 
been wrong with practically all of the 
hayfields, and the same approach would 
bring comparable improvements. 

We opened this campaign with a 
big newspaper advertisement headed 
“Mr. Alfalfa Farmer, Congratula- 
tions.” And we went on to urge him to 
renovate his pasture in six definite 
steps. We also pointed out to him that 
to get federal soil conservation bene- 
fits he must sign up before going 
ahead with the work. 

This advertising got under way last 
September, and in a series of weekly 
advertisements published each Friday 
we told the steps required to renovate 
pastures in our area. These, as listed 
in the advertisements and illustrated 
with drawings obtained from the state 
university, are: 

1. Select field, kill weeds, test soil. 

2. Overgraze the area, spread lime 
and fertilizer this fall. 

3. Disc thoroughly, work old sod 
every ten days. 

4. Finish the seedbed job next 
spring. 

5. Fertilize heavily. 

6. Reseed and fence. 

Each of these steps was spelled out 
in a single advertisement, telling the 
farmer just what steps to take to carry 
it out. Each advertisement told the 
farmer how to get government bene- 


April, 1955 








You'll be doing your customers, your stockholders and your 
bank a great service by looking into the Todd Sort-O-Namic 
System for imprinting and sorting checks. With the Todd 
Sort-O-Namic System your bookkeeping department can 
sort all checks swiftly, accurately, efficiently. There is no 


problem of deciphering illegible signatures. 


Sort-O-Namic cuts check-sorting time in half—reduces 
sorting errors by 85 %—shortens training periods for cen- 


tral proof machine operators as much as 20%. 


If your bank is troubled with mis-sorts, mis-posts, mis- 


filings, Sort-O-Namic is the answer. 


THE TODD COMPANY, Inc., Dept. BCH, Rochester 3, N.Y. 


Please send me complete information about the 
Sort-O-Namic Plan. 


Name of Bank 





Address. 








NEW YORK City. Zone State. 
SALES OFFICES IN Y@ PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 








89 

























































a meena teem a among tsganeapateet aa ape ae e 
BAPE HEE ore tt o 


fits, and offered bank credit as needed. 
It is still too early to know just what 
this will mean in loan demand this 
Spring. But we know enough such 
projects have been registered with the 
soil improvement service to mean a 








substantial upgrading of pasturelands 
in our territory. 

A few years ago we also undertook 
a program of scholarships for local 
farm youngsters to help them attend 
the agriculture short course at the 





Complete a 
Foreign Exchange 
Banking Facilities 


a: 


€sT. ~~, 


Keep in touch with Japan through the 


FUJI BANKta 


HEAD OFFICE: OTE-MACHI, CHIYODA-KU, TOKYO, JAPAN 


BRANCHES: 


184 
THROUGHOUT 
JAPAN 





OVERSEAS OFFICES: 
DON BRA 


LON NCH 
SALISBURY HOUSE, FINSBURY CIRCUS, 
LONDON E. C. 2. TEL: NATIONAL 0601/0604 


NEW YORK REPRESENTATIVE 
CALCUTTA REPRESENTATIVE OFFICE 


OFFICE 








contains each 


the economic digest, 
week a survey of the current busi- 


ness climate, articles dealing with 
specific aspects of commerce and in- 
dustry, and a statistical summary of 
commercial and industrial activity. 
Impact has been depended on for years 
by the most valued customers of lead- 
ing commercial banks. 

A letter will place your name on our 
mailing list for a few specimen copies. 


IMPACT 


THE ECONOMIC DIGEST 
149 Broadway New York 6, N. Y. 


A Business News Associates Publication 











BANK SIGNS 
cm ory ay 


Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need . . . at 
most economical prices. 


Send for free illustrated catalog 





DESK NAMEPLATES 
2” x 10” one line of copy, $7.50 
2/2" x 10” two lines of copy, $9.00 
on bronze easel—other styles available 


**Bronze Tablet Headquarters"’ 


UNITED STATES BRONZE SIGN CO., inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 




















state university. At first we chose 
three young men each year and 
awarded them $100 apiece for each 
year of the two-year course, thus in- 
vesting $600 a year in the idea. More 
recently we have joined with the other 
banks of our county in jointly sending 
13 young men annually, giving each 
$200 a year. Besides sharing in this, 
under special circumstances we occa- 
sionally take on one scholarship at our 
own expense—usually someone ineli- 
gible for the county program because 
he lives across the line in another 
county, which can still be within 1%4 
miles of our front door. 

Another project is scheduled for 
early adoption by the bank, although 
we have as yet made no great fanfare 
about it. A good deal of land included 
in local farms is not good enough for 
conventional farm crops, but is ideally 
fitted to growing trees for timber or 
pulpwood, for both of which there is 
brisk demand within convenient dis- 
tances. In association with other 
banks of the area, we have contributed 
to the purchase of two tree-planting 
machines, one large and one small, 
which are operated by the county 
authorities. Through active coopera- 
tion with the experiment station and 
Trees for Tomorrow, sufficient inter- 
est has been developed among farmers 
so that these machines have been kept 
busy for the past planting season. 
By last December 1, all of the seedling 
white pine and balsam spruce avail- 
able at the experiment station were 
booked for next year, and new appli- 
cants were being told to substitute 
some other species or postpone their 
woodlot forestation another year. 


ROM time to time some skeptic 
has openly. doubted that our as- 


| sorted rural services have any real 


value to the bank. We even have been 
charged with outstanding ingenuity 
in finding ways to spend our stock- 
holders’ money. Such lack of under- 
standing we merely consider a reflec- 
tion on the other fellow’s breadth of 
vision. 

Admittedly it is difficult to make a 
statistical analysis proving beyond all 
argument that helping the farmer 
helps our bank., At the same time, the 
proposition seems so plain that it 
should be obvious. In the long run, 
more prosperous farmers must mean 


| more deposits in our bank and more 





| money in the till for everybody in 


town. In the shorter term, it seems 
clear that farmers engaged in active 
programs of farm betterment are in 
the aggregate certain to borrow more 
money from us, and in consequence of 
the results achieved by these efforts 
are certain to become better credit 
risks. 

To us, that seems as if it ought to 
dispose of the argument. 
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BRANCH COSTS 


CONTINUED FROM PAGE 42 


numerous cases the rate paid on bal- 
ances at the main office is arbitrarily 
fixed and remains unchanged over long 
periods of time. An alternative treat- 
ment, as explained in the balance of 
this article, is now proposed. 

Your attention is directed to the 
illustration at the top of page 41. It 
arrives, by way of a statistical method, 
at two ratios which are finally used 
as bases for distribution of certain 
income and expense accounts—a “size 





ratio” and a “deposit, loan, rate ratio.” | 


It is designed to weight the various 
factors of deposit volume, loan volume 


and the loan earning rate applying to | 


the several branches. The object of so 


weighting these factors is, first, to ar- 


rive at a fair distribution base for 
certain accounts, and second, and more 
important, to build up a picture for 


the branch manager so that he can | 


readily see that any increase in the 
business. of his branch, whether by 
way of increased deposits, increased 
loans, or an improved earning rate on 
the loans he makes is immediately re- 
flected in the gross profit showing of 
his branch. 


Only two ratios are used as a basis | 


for this statistical method ; the deposit 
ratio and the loan ratio, indicating the 
deposit and loan volume of the several 
“production centers” on a percentage 
basis; total deposits of the bank as a 
whole equalling 100 per cent and total 





loans likewise equalling 100 per cent. | 


Preferably, these percentage figures 
should be based on daily averages of 
deposits and loans. 

The combination of these two fac- 
tors produces the “size ratio” (Column 
4), the use of which will be described. 
The earning rate on loans is now 


‘worked into the picture, and given 


the proper weight, by multiplying the 
“size ratio” by the earning rate, 
Column 6 resulting. The several re- 
sults are added, and by considering the 
resulting integer, (362.433 in the case 
illustrated) as 100 per cent, still an- 
other ratio is evolved, called the “de- 
posit, loan, rate ratio,” carried out in 
Column 7. Which leaves us pretty much 
involved, but let’s put some of our 
ratios to work. 

Turning to the illustration on page 
42, we find the conventional consoli- 
dated income account for a given 
month in the first column. Note first 
that it stops at profit or loss from 
operations. This for the reason that 
security trading profits, recoveries, 
and the like should not be included in 
operating income, nor should losses, 
transfers to reserve accounts or Fed- 
eral income taxes be counted as oper- 
ating expenses. The job before us is 
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to arrive at operating results from our 
“production centers” and not at this 
time to arrive at “net income.” Sec- 
ond, it will be observed that interest 
expense is deducted from interest in- 
come, and not included among the 
operating expenses. This is on the 
theory that interest paid depositors is 
the equivalent of “cost of goods sold” 
and cannot properly be considered an 
operating expense. 

The primary distribution of the 
items making up the income account is 
to main office departments, the selec- 
tion of which is a matter for each bank 
to decide for itself. Generally speak- 
ing, distribution should be made only 
to such operating departments, the 
operating results of which may be of 
some current administrative value. 

In the illustration, the operations of 
a trust department only are deter- 
mined. Considering the trust depart- 
ment statement, item by item, we come 
first to “Interest on Investments.” In 
this case, it is assumed that uninvested 
trust funds are deposited in the bank- 
ing department of the subject bank 
and that, as required by law, the bank- 
ing department deposits acceptable 
securities with the trust department 
to secure the deposit. In this illustra- 
tion I am assuming a daily average 
balance of $200,000 on deposit with 
the banking department and that the 
banking department has pledged Gov- 
ernments with a coupon rate of 244% 
as security. 

Hence it seems reasonable to assume 
the $200,000 invested in the identical 
bonds. Therefore, the credit to trust 
department income from that source is 
$416 for the month. 

Trust earnings are rightfully cred- 
ited direct to the operations of that 
department resulting in a total credit 
or gross earnings of $5,058. 


S to trust department expenses; 
IA item 15, Rent and Occupancy, is a 
matter of individual or group judg- 
ment. Items 16, 17 and 18, Salaries 
and Fees, are readily ascertainable. 
Item 21, Surety Bond Premium, de- 
pends largely upon the volume in the 
department. Items 22 and 23, depend 
upon the tax bases and are not difficult 
to estimate with a fair degree of ac- 
curacy. Item 24, Telephone Expense, 
may be based on the number of tele- 
phone connections. 

It will probably be noted, in the 
case illustrated, that there is no charge 
for executive supervision, other than 
the salaries of trust officers and com- 
mittee fees. In fact, in this illustration 
the trust department is subsidized to 
some extent, which is not unusual. 
This is a matter that each bank must 
work out for itself. The details have 
little to do with the field of this par- 
ticular discussion. 


Banking department results are ar- 
rived at by working backward through 
the primary distribution; i.e., by de- 
ducting the operating factors of the 
trust department (or of any other 
department that may be :separately 
costed) from the consolidated income 
account, the remaining figures being 
an operating account for the banking 
department as a whole. 


HE next step is to distribute these 

banking department results to the 
main office and branches—the second- 
ary distribution. Again considering 
the income and expense accounts one 
at a time, Item 1 “Interest on Invest- 
ments” is distributed on the deposit 
ratio, given in the illustration at the 
top of page 41. This follows the theory 
that in the main the investment port- 
folio fluctuates with the trend of de- 
posits. 

To Item 2, “Interest on Loans,” is 
applied the “Deposit, Loan, Rate 
Ratio.” Loan interest is generally the 
largest item in a bank’s income ac- 
count; consequently the changes in 
this ratio, brought about by the modifi- 
cation of any or all of the factors of 
deposit volume, loan volume or earn- 
ing rate, cause the largest fluctuation 
in the gross earning position of any 
branch. It is the possibility of improve- 
ment in any of these factors and the 
consequent’ improvement in gross 
earnings that makes for healthy com- 
petition between branch managers. 

At this point it might be well to 
mention that there are always possible 
exceptions to the distribution bases 
cited above. For example; central 
management might find it advan- 
tageous to sell bonds and buy mort- 
gage loans, which loans would be held 
in the main office portfolio. Obviously 
in such a case, the income from these 
loans should be treated as income from 
investments, if the branches are to be 
treated equitably. Plus and minus ad- 
justments of this character are not too 
troublesome. 

Items 3, 4 and 5, representing inter- 
est expense, are direct charges, con- 
sequently the location that has the 
largest amount of interest bearing de- 
posits bears the largest proportion of 
interest expense. As a consequence, the 
trend of the several classes of deposits 
in branches should be closely watched 
as a high interest charge due to a 
disproportionate increase in interest 
bearing deposits may easily change 
the operations of a branch from a 
profit to a loss. In the illustration, it 
will be noted that Branch 4 has no 
certificates of deposit and that none of 
the branches carry time deposits, open 
account. 

Other income items, 6, 7 and 8 are 
likewise credited direct to the units in 
which they are produced. 
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Now, the only justification for se- 
lecting bases for distributing some of 
the expense items is that they seem 
reasonable and that over years of use 
they have proven satisfactory in view 
of the end result. 

So, with this preliminary statement, 
let’s take Item 10, “Advertising,” to 
which the deposit ratio is applied. Item 
11, “Credit Services,” may reasonably 
be distributed on the loan ratio. Item 
12, “Examinations” is distributed on 
the size ratio in this illustration, after 
taking into account any extra charge 
for each branch. The example is as- 
sumed to be on the full accrual basis 
and indicates an annual charge for ex- 
aminations of approximately $6,264. 

Item 13, “Insurance on Deposits” 
may, for all practical purposes, take 
the deposit ratio. 


Item 14, “Postage,” is generally a 
direct charge, i.e.; each branch being 
charged with the amount paid out at 
that branch, except in unusual in- 
stances of heavy institutional mailing 
costs at the main office, in which cases, 
main office postage cost may call for 
special analysis and reasonable dis- 
tribution; say on the same basis as 
“Advertising.” 

Item 15, “Rent and Occupancy” may 
be a direct charge, especially in the 
case of leased premises. In the case 
of owned properties it is suggested 
that for the purposes of this cost 
statement, a rental equivalent amount- 
ing to interest on the investment at a 
reasonable rate be set up, to which is 
added all of the direct occupancy costs. 
All loéations should share in the 
credit offsetting this theoretical rental 
equivalent charge. So, for the purposes 
of this statement, the credit can be 
shown either as a separate item under 
interest income or plussed in to “Inter- 
est on Investments.” In either event, 
the distribution base is the same. De- 
preciation on owned buildings and on 
furnishings and equipment is a direct 
charge and should be covered in “Rent 
and Occupancy” expense. 


There is no mathematical solution to 
the distribution of Item 16, “Officers 
Salaries.” -Certainly branches are 
properly chargeable with a share of 
administrative costs such as the sal- 
aries of the president and other gen- 
eral officers, credit, audit and control 
department officers and the like. As to 
this account, there is no substitute for 
a thorough survey of actual conditions, 
in which several fully informed officers 
should join. Their study should result 
in a percentage ratio of main office 
officers’ salaries which are properly 
chargeable to branches. After this fac- 
tor is determined it is not difficult to 
prepare a monthly schedule, as illus- 
trated on page 41, applying the amount 
so determined to branches on the size 
ratio. The percentage by which the 
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main office costs are relieved and the 
branches charged should not vary 
greatly from year to year. 

Item 17, “Employees Salaries” may 
be charged direct to all locations ex- 
cept in very unusual cases, for which 
no general rule can take the place of 
careful individual analysis. As in the 
case of officers’ salaries, the method 
must adapt itself to specific condi- 
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tions. Results should be considered as 


tentative until they have been tested 
and checked with all pertinent factors. 

Item 18, ‘““Directors Fees’, may 
reasonably be related to the size ratio. 
The same may well be applied to Items 
19, “Stationery and Printing’, 20, 
“Sundries” and 21, “Surety Bond Pre- 
mium”, depending always on what a 
careful scrutiny of the accounts may 
reveal. A lead to the distribution basis 
of surety bond premiums is usually 
found in the work sheet used by the 
bonding companies in calculating their 
premium charges. 

Taxes of all classes require individ- 
ual consideration. By examining the 
nature of each levy it is not difficult 
to arrive at a ratio that may be applied 
throughout the tax year. 

Item 24, “Telephone” may be 
charged direct, or according to the 
branch bills. In unusual cases, the 
branches may take a part of the main 
office bill. 

Thus the items in the cost distribu- 
tion sheet on page 42 are covered. In 
any given bank, the income and ex- 
pense accounts will vary materially 
from this example but regardless of 
details of account nomenclature the 
problem is one of distributing the ac- 
counting classification to the func- 
tional classification. 

Finally — and this is important — 
after the net operating factors are 
derived, do the results “look reason- 
able?” It is almost impossible to live 
with branches and important depart- 
ments without forming some _ idea 
about their profit position. Are these 





_ ideas fairly well proven by the result- 
| ing figures? 
safely say that you have a simple, ef- 


If they are, you can 


fective and inexpensive method of dis- 
tributing income and expense. 
Now it is not difficult for the indi- 


vidual who makes these calculations to 


form conclusions as to certain depart- 





ments and branches. Also it is only 
natural for him to discuss these con- 
clusions with other main office officers. 
It is manifestly unfair to let any opin- 
ion become established among main 
office management unless and until all 
the findings on which conclusions are 
based are laid before the branch or 
department manager. These men are 
entitled to the same set of facts and 
the reasoning back of any conclusions 
before they become firmly rooted in 
the minds of central management. In 
short, the bank officer who develops 
this cost study in his bank is falling 
down on his job unless he utilizes every 
means at his command to explain his 
methods and results to every branch 
manager or department head affected. 


F course, the risk of going to 

extremes in this kind of work 
must not be overlooked. Accounting 
results at best are only scientific esti- 
mates and this job of cost distribu- 
tion should be held within reasonable 
bounds. Admitting that there are 
minor faults in the basis of distribu- 
tion, no department or branch can 
be affected very seriously, and assum- 
ing that errors do exist, if the errors 
are consistent and the broad basic 
principles are followed consistently, 
the results are still of value as a 
measure of progress. The test of util- 
ity is not in the degree in which a 
method approaches theoretical perfec- 
tion, but the way it works in practice. 
Small refinements may not be worth 
the cost of securing them. 

There is always a point where the 
benefits of cost accounting are not 
worth their cost. This fact should be 
borne in mind constantly. 

If the figures do not have real value 
to management—discard them! There 
is no profit in paper work unless the 
results contribute to the functions of 
management. 


DIRECTOR CLUTCHBILL 


CONTINUED FROM PAGE 43 
and upward, plump as ram’s horns, ex- 
tending even above the lower nostril 
flues. It looked as though it had been 
brought into flower under the distin- 
guished brush of the old Dutch 


painter, Frans Hals, and one expected 


momentarily to hear the Boat Song 
from the River Volga, or a yodle from 
the peak of the Matterhorn. 

“How’s things going at the bank?” 


' inquired Mr. McTavish eagerly, feel- 


ing tenderly of his mustache to learn 
if the points were still at outraged 
attention. 

“Poor!” hissed Mr. Clutchbill. 


“Eh? A shadow over our loans?” 

“No, it’s the deposits. We are losing 
some, and not getting any new ones. 
We’re losing them to the Locust Trust. 
President Yocum, over there, has gone 
in for ‘give-away’ programs. It’s taken 
hold . . . everybody is quiz-minded 
now, you know.” 

“What’s his line?”’ 

“He’s got an albino porcupine, pure 
white with pink eyes, in his front bank 
window, and is offering to add $100 on 
any bank deposit for the customer who 
can guess the closest to the number of 
hairs in the porcupine’s mustache. He’s 
got one ... I’ve seen it—and there’s 
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a crowd round the window all the time 
trying to count the hairs.” 

“Pure white? Can’t be a genuine 
porcupine,” said Mr. McTavish in a 
doubting voice. 


“Oh, yes, it is... it’s the pure quill, 


all right enough—he got him from a 
zoo.” 

“Thought of anything to buck the 
scheme ?”’ 


“No, I’ve been working on it, but | 


you’ve almost scared it out of my 
mind.” 


T was at this moment Director 

Spearhawk’s ancient black sedan 
was seen approaching the depot plat- 
form. The engine stopped with a 
watery grunt of alarm, leaving Mr. 
Spearhawk staring through the wind- 
shield under the influence of a morbid 
fascination. Mr. Spearhawk got out 
carefully and approached with slacken- 
ing footsteps till he stood at bay a 
little way off. He had seen, in his time, 
every kind of face-ivy including side- 
burns, picadilly weepers and rippling, 
air-conditioned Civil War swallow- 
wings, but he was now so bewildered 
he made a slight expectoration as 
though contemplating a long speech. 

“It’s from Brussels, Belgium,” ex- 
plained Mr. Clutchbill looking again at 
Mr. McTavish who was smiling nerv- 
ously behind his new garden fence. 

Reassured, Mr. Spearhawk passed 
into the mustache’s shadow and in- 
spected his winged co-worker cau- 
tiously. 


Clinging to his aplomb, Mr. McTa- | 


vish, who had recently journeyed 
through the Burns district on his way 
to Aberdeen, broke cover and explained 
his new mustache-do in verse from 
Scotland’s best-loved word-singer: 
“Not for to hide it in a hedge; 
Not for a train attendant; 
But for the glorious privilege 
of being independent.” 

Falteringly Mr. Spearhawk spoke in 
a sepulchral voice. 
I’ve never seen a rarer specimen; it 
reminds me of pre-Tsar Russia... it 
looks like the Russian Eagle upside 
down.” 

Mr. Clutchbill nodded. “That’s it. I 
fear Ferndale Village will be alarmed. 
What it will do to the bank, I wonder. 
It’s lucky you brought your covered 
wagon, Mr. Spearhawk. We must get 
him home, mm... under the rose.” 

Glaring meekly, Ferndale villagers 
were beginning to inch up like a flock 
of curious sheep. 

“Come!” uttered Mr. Clutchbill 
quickly. “Let’s get McTavish home.” 

Instantly the group moved to the car 
where the arrival and his baggage 
were bustled quickly out of sight. 

On the short ride the old director 
informed Mr. McTavish that there 
would be a special meeting of the di- 
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rectors at 10 o’clock in the morning to 
see what could be done to stall the 
advance of the Locust Trust’s albino 
porcupine in the entertainment field. 

“Come with a clipped mustache, or 
no mustache, Mr. McTavish,” warned 
Mr. Clutchbill, “we can’t have any dis- 
tracting element round the table.” 

“Well,” uttered Mr. McTavish sadly, 
“since you think it best, after Mrs. 
McTavish has properly admired it, I’ll 
take it off tonight.” 

Nine o’clock that evening found Mr. 
Clutchbill rocking uneasily in an old 
black rocking chair beside the living 
room table. At times the rocking 
stopped while the old director put a 
hand curiously on his grey goatee. 








Suddenly he catapulted upright and 
leaped for the telephone. 

“Mrs. McTavish speaking,” came a 
voice mellow with some hidden relief. 

“This as Aaron Clutchbill . .. your 
husband there?” 

“Yes-s, he’s up in the bathroom 
shaving off that awful mustache he 
brought back. Mr. Clutchbill, I just 
couldn’t endure it—I was actually 
frightened.” 

“Get him to the phone instantly .. . 
can you?” 

“T’ll call him, Mr. Clutchbill.”’ 

During the agonizing wait the old 
director held his mouth tremblingly 
open and full of words. 

“Eh! ... at last! !—you, McTavish?” 
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“Yes,” came a muffled growl. 

“It’s Clutchbill. You cut off that 
mustache?” 

“T’d just got the shears opened when 
Martha yelled up the back stairs.” 

“Christmas! That’s a mercy! Leave 
that mustache on. Don’t cut off a single 
hair!” 

“What? I’ve got to cut it off tonight. 
Martha can’t endure it!” 

““No-o! ... leave every hair on—put 
it in irons tonight.” 
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“T can’t!” 

“Now, McTavish... be a he-man for 
... for just one more night and day. 
Your wife can stand it that long. I'll 
have great news for you at the meeting 
in the morning.” 

“I don’t know, Aaron. Martha is 
awful jumpy already.” 

“Tell her world events in Ferndale 
hang on that mustache. I’ll make it 
right with her.” 

“Aaron, I don’t believe I can leave 
it on, but I’ll see. Be calm.” 

“Calm? ... confound it...” 

Suddenly the wire went dead. 

The old director was so restless in 
bed that night he often woke up and 
found himself clinging to his grey 
goatee as if that, too, might be lost. 

He was early abroad in the morning, 
and on a secret hunt. He searched earn- 
estly along the few grocery stores for 
Sophie. Warner, a thin, tall, wrinkled 
dame who could make gossip smoke, 
and was always out early in search of 
over-night headlines. 

As if in answer to his prayers, he 
suddenly saw her come out of a store 
and cast an eagle eye each way for any 
sympathetic crony. 

“A quiet night, Mrs. Warner,” an- 
nounced Mr. Clutchbill quickening his 
steps as though to pass. 

“Quiet? Heh-h... you seen McTav- 
ish’s mustache he brought back from 
Europe? Scandalous. Mrs. McTavish, 
poor woman, is having a fit. And him 
with them cat-like yellow, sandy hairs. 
Folks at the depot yesterday evening 
almost fainted.” 

“My-y! My-y-y!! I can’t believe 
McTavish is up to any deviltry. He’s 
always been a solid and unspectacular 
citizen.” 

“He’s gone hay-wire, so they say.” 

“I was going to mention McTavish’s 
mustache if you hadn’t, Mrs. Warner. 
Is it true that it is a copy to the last 
hair of the one Prince Bismarck wore 
at the Battle of Marthas Vineyard?” 

Sophie Warner’s eyes spread. Hardly 
could she hold this hot morsel in her 
mouth till she could spill it in some- 
body’s ear. “Of course it’s true,” she 
nodded looking hungrily up and down 
the street.” 

“I hope folks don’t know yet about 
his fall. I dread to see him come into 
board meeting at the bank at 10 o’clock 
this morning.” 

“They will in half an hour,’ uttered 
Sophie with a grim and eager tinkle to 
her false teeth. 

Two hours later there was a full 
board at the special directors’ meeting. 
Mr. McTavish had arrived first and 
now sat in the thankful twilight of the 
directors’ room, after running a gaunt- 
let on Main street that had unnerved 
him. 

Shortly Director Clutchbill came in, 
leaned toward Mr. McTavish a mo- 


ment, then sat down with a prayer of 
thanks on his lips. 

Mr. Spearhawk was the next to ap- 
pear. He took one look at McTavish 
and opened his mouth. 

“McTavish, you didn’t shave it off? 
Did you know the street is full of curi- 
ous people, and the lobby is filling 
fast?” 

As President Perkins came in with 
another director, Mr. Clutchbill turned 
on the lights. 

Both newcomers almost knocked 
their heads back against the wall at 
sight of Director McTavish who only 
needed a spiked helmet to become Bis- 
marck’s twin. 

“What’s going on round here?” 
bristled President Perkins settling in 
his seat with his overcoat and hat on. 

“Remain seated a moment, gentle- 
men,” warned Mr. Clutchbill rising 
and leaving the room. 

The old director with gently swing- 
ing coat tails went out into the bank- 
ing room. 

For a moment he stood stock-still. 
It was beyond his wildest dreams. 

The three wickets hummed with 
activity. People who hadn’t deposited 
in years were using the act as an ex- 
cuse to stand in line outside the wick- 
ets. They stared over each other’s 
shoulders for a glimpse of Director 
McTavish’s startling European mus- 
tache, news of which already filled the 
air beams of the village. 


IRECTOR CLUTCHBILL re- 
turned quickly to the board room. 
“Gentlemen,” he announced, “in 
deference to Mr. McTavish’s modesty, 
but with thanks for his popularity, I 
will turn off the lights and open the 
lobby door. I want you to look at the 
lines of depositors at the wickets.” 

The room suddenly went into a 
hushed twilight, and then Mr. Clutch- 
bill silently let the lobby door swing 
gently open. 

Anyone outside looking into the gap 
would have seen several pairs of eyes 
staring out on the buzzing lobby. 

The door closed gently, and Mr. 
Clutchbill sat down. 

“TI would like to make a motion, gen- 
tlemen,” he announced, “that brother 
McTavish be enjoined to retain and 
propagate, free from flaws, form or 
size, his genuine Brussels mustache 
till the deposit activity solidifies. I be- 
lieve the Locust Trust is by now 
already out-whiskered.” 

President Perkins glanced at the 
mustache and instantly removed his 
hat. “I order without ballot, vocal or 
written, that the secretary cast a sin- 
gle and unanimous vote of thanks for 
this unusual day and event, and that 
an enlarged portrait of our distin- 
guished co-worker, in mustache, be 
hung on the wall of this room.” 
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